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A DEPENDABLE TYPE OF PUMP FOR EVERY HOME OR INDUSTRIAL SERVICE UP TO 10,000 
GALLONS OF WATER PER HOUR 






















Year after year, for nearly sixty years, Myers for the purpose with styles and sizes for any pump- 
Pumps and Water Systems have maintained an en- ing service up to 10,000 gallons of water per hour. 
viable position of leadership among water users Honestly built by a well known, efficiently man- 
everywhere. Dealers and pump merchants in prac- aged, amply financed company whose reputation for 
tically ever country have long based their pump sales quality products is thoroughly established among 
and profits on the Myers Line. pump dealers the world over, Myers Pumps and 
Water Systems can be sold and installed with con- 
pump standards, tank pumps, pumping jacks, self- fidence. Their dependability and service is unques- 
ciling power pumps, hand and power water systems, tioned. The profits too are highly satisfactory. 
cylinders, well accessories, spray pumps and spray Write for interesting sales facts, complete catalog 
equipment—the most complete line manufactured and prices. 


Hand and windmill, well, house and cistern pumps, 
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No. A2L Hockey for Ladies and Girls 





No. A2 Hockey for Men and Boys 


When a product has given entire satisfac- 
tion for more than 75 years, the buying 
public know they can trust it—they buy it 
with absolute confidence. 








The Skates People Buy with Confidence 


The reason Union Hardware Ice Skates are 
such popular sellers is because they have 
earned this confidence through the con- 


tinued use of Millions of Skaters. 


UNION HARDWARE 


ICE SKATES 


substantiate every claim. Hon- 
est construction, good steel, 
easy gliding—always depend- 
able. 


Patterns for every requirement 
—Clamp, Hockey, Figure, Rac- 
ing and Leather-Stocking Skat- 
ing Outfits at prices to fit every 
pocketbook. 


Sold by Leading Jobbers. Your 
Jobber will supply you. 


(HARDWARE COPMPANY) 


7~ - 
Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 












Model of Nos. 1624, 162414, 1724% 





Model of Nos. 07, 08, 08% 
Sizes 8% to 12 inches 
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If IO” would insure your job... 


would you Buy? 


No matter how sure we may feel about our jobs, few of us 
would hesitate to spend 10% of our income to zmsure our- 


selves against job-loss. 


None of us can buy such an insurance policy. But if we 
all work together, we can make one. 


Spend 1O/- more! 


How shall we do it? .. . Simply by spending 10% more 
than we’ve been spending—buying the things we need 
now, instead of waiting till spring. 

A lot of us are afraid of the future. But the future’s 
all right. It’s the present we should worry about, 
There’ll be plenty of jobs for everybody sometime—but 
there are too few today! 


Because we're afraid, we are saving a larger share of 
our earnings than we ordinarily would. This kind of 
abnormal saving has taken millions of dollars out of cir- 
culation so they can’t work. These sleeping dollars have 
forced our friends and neighbors out of their jobs. 

By putting these sleeping dollars to work again—to 
buy what we need now—we create new jobs. And new 
jobs help create new prosperity. 

In “hard” times, dollars always buy more and earn 
less. Our spending dollars buy about half as much more 


today than they did two years ago. But our saved dollars 
bring about a quarter /ess. Our spending dollars are 
worth $1.50—our saved dollars'are worth about 75c. 


A dollar spent now is worth $1.50. 
A dollar saved now is worth 75c. 


Today’s prices are low—lower even than in 1921 —some 
of them lower than in 20 years. We're surrounded by 
bargains—real bargains—fine quality at low prices. 


Pretty soon—before you know it—these low prices will 
start up. Then the buying-power of our dollars will 
begin to shrink. 


So, when we buy now, we are doing ourselves a double- 
barrelled favor: we are getting the most for our money, 
/ . . . 
and we are helping to insure our jobs! 


There are about 30,000,000 of us who still have jobs, 
and probably twenty millions of us are spending less than 
we can afford with present income. Let’s make our jobs 
secure and create jobs for those who have none—by 
spending our dollars normally now. 








THE NATIONAL PUBLISHERS’ ASSOCIATION 


“To use available income to purchase goods normally needed and in the replacement of which labor 
is employed, is a condition precedent to any hopeful program to constructively increase employment.” 


From the Recommendations of the Committee on Unemployment Plans and 
Suggestions, of the President’s Organization on Unemployment Relief. 
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A Dealer Speaks 


“I’m going to do things a little differently next year.” 


“In the first place I’m going to do my buying differently. I’m 
going to stop buying from five or six different jobbers and maybe 
even more manufacturers. Instead I’m going to pick ONE 
GOOD JOBBING HOUSE and give them the BULK OF MY 
BUSINESS. 


“The particular house I’m going to pick handles practically every 
line anybody needs to be a successful hardware merchant. They 
carry good stocks. They fill orders promptly and pack them in- 
telligently. Their salesman knows his ‘stuff’ and seems to really 
want to help me all he can. 


“Took me into his house one time, and say, they treated me o. k. 
—no high hat stuff or big shots shut up in glass cages—just a 
friendly bunch of human beings that seemed to know quite a bit 
about what we dealers needed and were only too glad to pass it on. 


“So I’ve decided to stick pretty close to this outfit. Naturally, it 
will make my account worth real money to THEM but it will 
be worth even more to ME. They are going to be mighty proud 
of this confidence I’ve placed in them. It will show in every 
transaction we make. Fact is, it’s going to be a sort of partnership 
with both of us pulling together hard. 


“SOUNDS WORTH A TRY, DOESN'T IT? 


“Of course, I’ll still do some emergency buying from other job- 
bers once in a while, and there’s a manufacturer or two whose 
line is handled better direct, but that’s all. No more of this ‘shop- 
ping around’ that doesn’t seem to get you anywhere—just more 
time lost—mixed-up stocks, and no one happy after all. 


“Yes, sir, I’m going to do a little differently next year.” 


* 





* 
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Mr. Dealer, we congratulate you—you and every Hardware 
Merchant like you. Naturally, if we cover your territory we 
hope your choice is Worthington’s. We will do our best to 
merit it. 


THE GEO. WORTHINGTON CO. 


CLEVELAND 1931 








DECEMBER 24, 1931 





















































New York City 


FEBRUARY 
- | g-B-4-§ 


1932 HARDWARE and 
INDUSTRIAL EXPOSITION 


Of New York State Retail Hardware Association, Inc. q 


MADISON SQUARE GARDEN 













Special Feature —- 


This four-day exposition in New York 
City’s famous Madison Square Garden, 
offers you a rare opportunity to become 
personally acquainted with your fellow 
dealers and to see displayed and demon- 
strated the newest and best in hardware 
and kindred products. 


Here you can examine the outstanding 
merchandise of America’s leading man- 
ufacturers and distributors at a time 


A Complete Model Hardware Store 






when you are planning your stock for 
Spring Trade. 


You can also procure practical sales 
plans and dealer helps that will stimu- 
late sales. 


Don’t miss the Complete Model Hard- 
ware Store—a special feature of the ex- 
position—it will be an inspiration to 
you. 
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To Manufacturers and Jobbers— 


There are some very desirable booths still available and 
we will endeavor to place you to the best possible ad- 


Make your reservations NOW. Write for full informa- 








510 Hills Building 





New York State Retail Hardware Association 
JOHN B. FOLEY, Secretary 


Syracuse, N. Y. 
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HAND POWER ELEVATOR 















Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 


Machines =i ve 





WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 


KIMBALL BROS. CO. 
1205-19 Ninth St. Council Bluffs, Ia. 
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4Ath-45th Sts., 8th Ave. 
NEW YORK CITY 
“Just a Step from Broadway” 
1400 Single 
Rooms $3.00-$3.50-$4.00 
Baths 
Radios Double 
Servidors $4.00-$5.00-$6.00 
HERE you'll find a 
friendly welcome .. . 
LEANLINESS 
OURTESY 
OMFORT 
ONVENIENCE 
ROY MOULTON, Mer. 


SHOWING 


OF THE 


NEW MODELS 


At the 
32d National 


Auto 
Shows 


FIRST 








NEW YORK CHICAGO 
Grand Central Palace Coliseum 
Jan. 9-16, 1932 Jan. 30 - Feb. 6, 
1932 


This winter’s shows will be the most im- 
portant, the most interesting ever held. The 
new models of 43 different makes of pas- 
senger cars, commercial cars and taxicabs 
will be displayed. A comprehensive showing 
of accessories and parts. The whole industry 
will be on parade. Tokeep in step with its 
progress, a visit to the shows is imperative. 
Don’t miss them—they are a vital part of 
modern industrial life. 


Shop Equipment sections, where the latest 
developments in service machinery and tools 
are to be shown, again will be a part of both 
shows. Open to the trade until 5 p.m., after 
which time the public will be admitted. 


As usual, Trade Days are Monday and 
Tuesday of Show Week. 

The Chicago Show will be open Sunday at 
10 a.m. 
Auspices of National Automobile Chamber 


of Commerce, Inc., with the cooperation of 
Motor and Equipment Association. 


S. A. MILES, Manager 
366 MADISON AVE., NEW YORK CITY 



























INVENTORY 


you looking forward to it with fear and trembling? 
Does it recall drudgery—overtime and sleepless nights? 


We cannot tell you how to AVOID taking inventory any 
more than a physician can tell you how to avoid taking 
medicine, when needed; but we can furnish a remedy that 
has solved the problem for hundreds of hardware dealers. 


That remedy is the Hardware Age Easy Inventory Sheets. 
They simplify the whole problem. These convenient 
sheets are printed on both sides—200 pages—room for 
6,800 items. So simple—so easy to understand and use 
that you can take inventory in almost no time. 


And so LOW in price—only One Dollar for a Hundred 
Sheets. “End your inventory trouble” by mailing your 
order and check right away to— 


HARDWARE AGE 


239 West 39th Street New York City 
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PADLOCKS 





This Unique Corbin 
Extruded Metal Padlock 


DEMONSTRATOR 


Will be sent no charge to any dealer 
now handling our Extruded Metal Pad- 


locks. 


It is a wonderful help in selling a good 
padlock. Write us at once if you need 


one. 


SEND FOR YOURS TODAY 





Corbin Cabinet Lock Co. 


The American Hardware Corp., Successor 


New Britain, Conn., U. S. A. 


New York Chicago Philadelphia 





exuine PIN TUMBLER | CORA ; 


J EXTRUDED METAL GUND 








Even in the end grain 
the clean cutting 


threads take hold 


Ir is perfectly true that screws used 
in end grain do not have the holding 
power of screws inserted in side grain. 


Therefore sell American Screws for 
end grain work. Under any or 
all conditions their clean cutting 
threads have the maximum holding 
power anyone can expect in a screw. 


; sisi 
Your customers can do any job ref: 
better with American Screws % Ri 

WOOD MACHINE STOVE TIRE 

SCREWS SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST..CHICAGO,ILL. 
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Put It Together With Screws 


ai, 9 





MULTIPLYING 


BEATS 
ADDING 


@ pr AKING of the impor- 
tance of one sale leading to 
another brings up another 
point. Sometimes you can 
make a sale that multiplies. 


John Wells was retiring as 
president of his union and some 
of the boys wanted to make him 
a present. And a good sales- 
man suggested that they send to 
the Atkins factory and get an 
Atkins 401 “Silver Steel” saw 
with Nickled Screws and me- 
dallion on the handle. Say it 
was a beauty and John started 
in to show it to everybody. 


And Sales multiplied for that 
salesman. 


-—ay 


A young man made an in- 
quiry for a certain Atkins saw 
to help in building a model 
coach and after the salesman 
found out by asking him some 
questions he ran into twelve 
other model builders who 
needed the same equipment. 
So he multiplied his sales. 


Sometimes you can multiply 
sales on the telephone—some- 


times you need a window dis- 
play or some letters. You can 
do some multiplying right now 
by the right use of Atkins “How 
To Do It” book for Home 
Work-shops and the new Atkins 
Farm Book. 


But when you make a good 
sale, figure not only how you 
can add another to it but see 
if you can’t multiply it. 


And why should you do it? 
Well [ll tell you my experi- 
ence. It will make you money 
as well as making you a better 
salesman. 


(Signed) 


ylLS 





WHY NOT CALL FOR HELP? 


VERYONE likes a tough job, especially if you put the job over. It’s 
something to be proud of. And now you can like more of these tough jobs 
if you will use the manufacturer’s selling ideas and plans that he is willing 
to give you. Sam Sayles gives you a good thought on this next week on this 


page. 


Ask for your copy of the complete edition of Sam Sayles selling talks. 
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Nest of Saws 
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DT cnviies a 12” keyhole, 14” 
compass blade, and an 18” special 
nail-cutting blade. Adjustable pat- 
tern handle. Carpenters, electricians, 
plumbers, and farmers need these 


in their kits. 


If you will make a display of 
Atkins SILVER STEEL Saws and 
use Atkins display material you can 
establish your store a headquarters 
for quality merchandise. 


No. 65 
Ship Point 


Qc saw as Atkins popular 
No. 53 except straight back .. . 
SILVER STEEL, Damaskeen finish, 
embossed and polished applewood 
handle, Perfection Pattern that pre- 
vents wrist strain. Made in both 


regular and ship patterns. 
Made in 18 to 26 inch lengths. 


Sold where quality, workmanship 
and good results are wanted, and at 
a price that will pay you a good 
profit. 


Read “Atkins Saws on the Farm” 
for sales pointers; yours 
without charge. 
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TAXATION—The use of inven- 


tories is necessary in order to deter- 


mine clearly the income of any 
hardware store, and is required by 


the Income Tax Law. 


basis of the inventory. 


FINANCING—Inventories are re- 


quired as part of the financial 


statement. 


T is important for 
the retail hardware 
dealer to study 

carefully methods of 
taking inventory. There 
are two methods of tak- 
ing physical inventory: 
(1) by the cost method 
of inventorying, (2) by 
the retail method of in- 
ventory. 

Cost means: In case 
of merchandise on hand 
from the beginning of 
the taxable year, the in- 
ventory price of such 
goods. 

In case of merchan- 
dise purchased since the begin- 
ning of the year, the invoice 
price less trade cash discounts, 
approximating a fair interest 
rate, which may be deducted or 
not at the option of the taxpayer, 
provided a consistent course is 
followed. This invoice price 
should be added all _ other 
charges incurred in acquiring 
possession of the goods. 

In the cost or market system 
whichever is lower, cost is as 
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ventory method. 


INSURANCE—Fire losses 


merchandise are adjusted on the 


OPERATING STATEMENTS— 
No profit and loss statement can be 
accurate without an accurate in- 





on 












MERCHANDISE CONTROL—It 
is impossible to determine with any 
exactness the purchasing needs of 
the store without an efficient inven- 
tory system. 


Answering the Question 


WHY 


INVENTORY 


and How 


above described, while market 
means under ordinary circum- 
stances, the current bid price pre- 
vailing at the date of the inven- 
tory for the particular merchan- 
dise in the volume in which usu- 
ally purchased by the store. 
Where no open market exists or 
where quotations are nominal, 
due to stagnant market condi- 
tions, then the hardware store 
must use evidence of a fair mar- 
ket price at the date or dates 








nearest the inventory as may be 
available, such as specific pur- 
chases or sales made by the store 
in reasonable volume, and made 
in good faith. 


The Retail Method 


The retail method of inventory 
values the goods in stock at their 
selling prices. For each depart- 
ment or classification of mer- 
chandise, inventory at the begin- 
ning of a period is entered at 


HARDWARE AGE 
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INVENTORY SLIP 
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TAKEN OUT 


PUT IN 
att | tt 
4itt— 
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NVENTORY slips like this one may be 
mimeographed cheaply and will enable 
the dealer to spread the stock counting 

over a period of several weeks, using only 
spare time for the work. This particular 
slip is as ing from the double 
bitted axe bin. It is marked as “Axes. 
double bitted.” At checking time the 
quantity was 27. Every axe added to -the 
stock was marked under the column “Put 
in.” Each axe sold was marked in the 
“Taking out” column. According to this 
slip 7 axes were added and 15 were sold, 
leaving the net stock as 19. 

















both cost and retail figures, and 
all purchases during the period 
likewise are entered at both cost 
and retail, the total retail figure 
being adjusted to take care of ad- 
ditional mark-ups and additional 
mark-up cancellations. Thus 
there are available total cost fig- 
ures and total figures for all mer- 
chandise handled during the 
period. The difference between 
the cost and retail figures is the 
amount of mark-up. This is com- 
puted as a percentage of the total 
retail figure. From the total re- 
tail figure is subtracted net sales 
for the period plus mark-downs 
less mark-down cancellations. 
The remainder is a book figure 
for the retail value of merchan- 
dise that should be on hand. 
Then the actual physical inven- 
tory is taken at the retail figures 
appearing on the tickets on the 
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merchandise in stock. Any dis- 
crepancy between the retail book 
inventory and the actual physical 
inventory is a retail stock short- 
age, or overage as the case may 
be. To the actual retail inventory 
figure is applied the complement 
of the percentage of mark-up in 
order to ascertain the cost-or- 
market valuation of the closing 
inventory. 


Cost Method Advantages 


tail method one can never get 
absolute accuracy. That this can 
be done with the cost method is 
the most important argument in 
favor of the latter. 














3. The cost method does not 
depend, as does the retail meth- 
od, upon the assumption that 
profits will be at the same rate in 
two successive years. 

4. The retail method exagger- 
ates the inventory on a rising 








The system in general use, market. Cialis aida 
however, is the 
cost method, HARDWARE AGE INVENTORY RECORD ri Ali 
which ; has a : DEPARTMENT prmano 9 Dasa 
many impor- cane sack py_G6faaas are snnons Exp sy LE. 
tant advan- a —— tant in ate aan se ma 
tages. Among seat 
them are: 

1. The cost 
method of in- 


ventory, if 
proper care 
is exercised in 
taking the in- 
ventory, gives 
the hardware 
man the true 
market value 
of the mer- 
chandise in the 
store. This fig- 
ure is almost 
unobtainable 
under the re- 
tail method be- 
cause that 































method rarely 
takes all mark- 
downs into 
c on sideration. 
The general 
feeling is that 
one is less 
likely to take 
adequate __re- 
ductions under 
the retail 
method. 

2. It is more 
accurate than 
the retail meth - 
od. By the re- 


rIWHE HARDWARE AGE inventory sheets provide a simple and direct 
means for listing and recording your inventory of stock. Many thou- 
sands of these sheets are used each year by hardware dealers. Space is 
provided for all the necessary listings and information. This example is 
taken from the actual inventory of a large Eastern retail hardware 
store, and serves as a good model for your inventory teams. Most of 
the items need no further explanation, but we call your attention to 
the four sections circled and lettered. A is an instance where the 
team found an assortment of chain links estimated to be about 2 
gross and worth about $2.50. This being a small item and not involving 
much money, a detailed count and cost reckoning was not considered 
necessary. B shows an instance where unit cost on scythe stones is 
$1.00 per dozen. There being 15 or 11% dozen, the cost is $1.25 for the 
lot. Example C shows an instance where a certain spring is costing 
$.045. There being only one in stock the half cent must be assumed 
by the dealer making the cost extension a full $.04. The second half 
of this example also shows springs with a price each of $.375. There 
being two the extension obviously may be made accurately without 
assuming the extra half cent. The extension is $.75. Example D shows 
the use of the discount, deduction or depreciation column. The door 
set listed is old style and worth about 50 per cent of it’s original cost. 
The discount is taken as indicated. The same practice would follow in 
the event of broken, soiled, rusted or tarnished merchandise which 
could not be sold at full price. This column must be estimated in most 
cases. Should there be a market decline, since your purchase on any 
item, the deduction would be made accurately and according to your 
records. These four examples are typical of experiences which will come 
up in the taking of an inventory. 
The store with cost in code on each stock bin will find a great 
saving of time on the stock taking at the end of the year. 


These sheets are available at cost price, $1.00 per 100, from Hardware 
Age, 239 West 39th St., New York. 
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5. From the standpoint of mer- 
chandise control, the open-to-buy 
should not be limited on a rising 
market and should be carefully 
limited on a falling market. In 
using the retail method the ten- 
dency is to work a direction op- 
posite to both of these rules. 

An interesting case developed 
in a hardware store under the re- 
tail method of inventory. The 
hardware man had taken advan- 
tage of an opportunity to pur- 
chase a lot of merchandise at a 
low price and had put on a spe- 
cial sale at a low rate of mark-up. 
The purchase and rapid sale of 
this large lot of goods at the 
small mark-up had resulted in a 
large discrepancy between the re- 
tail-book-inventory figure and the 
physical inventory figure taken at 


retail. Under the old way of op- 
erating the retail method, by 
which mark-downs were used in 
arriving at a cumulative or main- 
tained mark-up percentage to be 
applied to the retail figure for 
stock on hand to get it back to the 
cost figure, an exaggerated gross 
profit sometimes was shown. 
Another hardware man uses 
the cost method of taking inven- 
tory in spite of his opinion that 
the retail method is a better one. 
He said: “It is the system always 
used, and although I myself am 
greatly in favor of the retail 
method, certain existing condi- 
tions, too numerous to mention, 
have made it expedient to change 
over.” This same man stated 
that under the cost method he 
was able to get reasonably ac- 


curate figures on stocks on hand 
at the close of the year. He ex- 
plained that he computed this 
estimated stock on hand by using 
a percentage of gross profit in 
each department and a percent- 
age on sales of mark-downs and 
shrinkage which experience had 
shown to be fair. In computing 
the inventory the dealer added to 
the opening inventory at cost the 
purchases at cost and deducted 
from this figure the sales reduced 
by the percentage of gross profit 
and the” percentage of mark- 
downs and shrinkage. The re- 
mainder was the estimated stock 
on hand at cost. The above two 
cases are cited not as an indict- 
ment of the retail method, but as 
examples of problems which 
might come up in using the re- 
tail method. 








These Cuts Available at Cost 


from Hardware Age 





ECOGNIZING the importance of selling 
the public on better hardware, as has 
successfully been accomplished by plumbing, 
roofing and other interests, the Builders’ 
Hardware Group of the American Hardware 
Manufacturers’ Association was greatly im- 
pressed by the recommendations of the Chi- 
cago program committee, headed by P. F. 
King. A vital part of future plans to stress the 
decorative value of hard- 

ware on homes is the use 

of the slogan cuts shown 








here. As a service to the retailer, wholesaler 
and manufacturer interested in builders’ 
hardware, HARDWARE AGE, at no profit to it- 
self, has arranged to provide these cuts in the 
five sizes recommended. 

These illustrations are to be used on letter- 
heads, envelopes, business cards, display 
cards and in all forms of advertising. In any 
of the sizes shown, mats are 15 cents each and 
stereotypes (cuts) 25 cents each. These 
low prices are possible because of large vol- 
ume production which will be needed to take 
‘ care of trade requirements. 
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Order by number and please send cash with order, because of the small amount involved. Send your requirements to HARDWARE AGE 
Advertising Service, 239 West 39th St., New York City 
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W" HAT the hardware industry as a whole 
needs most today is greater dependence 
upon sound thinking and less upon tradi- 
tion; more courage to face facts and conditions; 
less of the spirit of fatalism and a more general 
willingness to accept merchandising as a science 
rather than a game of chance. 

Tradition as a business guide is as obsolete as 
the stone hammer and the flint axe. A hardware 
manufacturer, wholesaler or retailer, can no more 
conduct his business. on the basis of twenty years 
ago than he can sell horseshoes to motorists or ox 
yokes to modern farmers. People generally have 
changed their buying habits; their wants and needs 
are not the same as those of a few years ago. They 
demand new merchandise, new methods and a dif- 
ferent type of store. They refuse to live and act in 
1931 in conformity with the rules of 1900. 

Yet—there is nothing in that fact alone to en- 
courage pessimism. The hardware man is himself 
a part of the general public. He, too, has changed 
his personal habits and mode of living. He can as 
readily change his ideas and methods of merchan- 
dising if he will. There is no mystery about it, and 
there are plenty of proved examples for him to use 
as patterns, adapting them to his own particular 
problems. 

The change of living over a period of years has 
been largely a quality one. People have better homes, 
better appliances, better transportation than ever 
before. With a slackening of their resources during 
the past two years, they have developed an exag- 
gerated sense of economy in certain types of pur- 
chases, yet only those who are forced to do so, are 
lowering their standards of living. -The hardware 
dealer must adapt his business to the conditions 
which exist.. He must cater to economy by meeting 
prices on competitive items and lines; at the same 
time he must sell the profit bearing lines which 
carry the appeal of value, beauty, pride and the 
recognized standards of living. He must learn to 
create a price atmosphere without putting his entire 
store on a profitless price basis. Some of this he 
can only achieve through the direct aid of the manu- 
facturer and wholesaler. The balance must come 
from study, thought and constructive effort. 

Quality, service and price must be merchandised 
from clean, well lighted, properly arranged stores. 
They must be backed up by knowledge, efficiency 
and carefully planned systems. There must be well 
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The Unwritten Law of Merchandising 


by Liew S. Soule 


displayed assortments of popular items at attractive 
prices; equally well displayed assortments of qual- 
ity items at prices which reflect values. Both must 
have the assistance of good window displays and 
carefully prepared advertising. Finally there must 
be developed within retail hardware stores a type 
of keen, intelligent, efficient salesmanship capable 
of offsetting the straight price appeal of chain com- 
petitors. All of these things are within reach of 
the hardware merchant who determines to have 
them, and who refuses to let tradition or pessimism 
balk that determination. 

The open display system of merchandising i is no 
longer optional in hardware stores—it is necessary. 
Inefficient hardware clerks must become efficient 
salesmen or go—the hardware business can no 
longer carry a handicap of inefficiency. The hard- 
ware merchant’s success depends to a great extent 
upon salesmanship. His sales force must contain 
salesmen, not mere wrapping clerks. His chain 
competitors depend upon the rapid turnover of 
goods which are bought by people, not sold to them. 
Chain employees need only to be courteous to cus- 
tomers and efficient in wrapping up packages. Hard- 
ware stores, however, are not geared to order 
taking. They could not exist by merely filling 
orders. The men who conduct them must sell mer- 
chandise or face bankruptcy. 

The hardware merchant of the future must be a 
practical optimist; one who recognizes conditions 
but realizes that he can exist and prosper if he does 
his job well and is backed up by the industry of 
which he is a part. This is entirely different from 
thoughtless optimism, which reasons that the new 
competition is only temporary, and that all a mer- 
chant has to do is to wait for the customer to go 
back to the buying habits of the past. It also differs 
radically from the fatalistic view of those who see 
disaster in anything that reflects change. 

The present era of competition—yes, even the 
present depression—will make better merchants of 
the majority of hardware dealers. At the same 
time it will weed out many who cannot or will not 
discard musty traditions and follow the ways of 
progress. It will take equal toll from the other 
factors of the hardware industry. The customer 
has changed and will continue to change. Only 
those industries which change with him can hope to 
prosper. It is the unwritten law of merchandise 
distribution. 
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by LLEW S. SOULE 


we OMEN can’t sell hard- 
ware,” Van Davis as- 
serted emphatically 


when May Garvin suggested ad- 
ding a woman to the Marvin store 
salesforce. “I don’t mean that as 
a criticism of women,” he added 
hurriedly; “they can’t be ex- 
pected to know anything about 
tools and similar things that men 
are interested in.” 

May smiled quietly and made 
no comment. A little later as she 
saw Van spend fifteen minutes 
with Mrs. Harper in the house- 
wares section, and noticed his 
perplexed look as the lady 
walked out without purchasing, 
her face took on a more thought- 
ful expression. “I hate to do it,” 
she murmured to herself, “but 
Van needs a lesson, and I’m not 
sure but what Mr. Marvin does 
too. Anyhow it will make an in- 
teresting meeting if I can only 
arrange it.” 


That evening May Garvin put - 


in a mysterious phone call to a 
nearby city. There followed a 
lengthy conversation; so long in 
fact that May winced when the 
local operator crisply announced 
“One Twenty-Five” as the toll 
charge. “I’ll just have to earn 
another ‘suggestion dollar’ now 
she said to herself grimly. Any- 
how,” she reflected, as a look of 
mischief crept into her eyes: “It 
will be worth a dollar and a 
quarter to see Van’s face when 
the meeting opens tomorrow 
night.” 

The following noon, May took 
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Marvin’s Store Meetings 


Van Learns That a Woman Can 


Sell Hardware 


a longer lunch period than.usual, 
although she spent little time in 
the corner restaurant. Instead she 
hurriedly made her way to the 
railway station, and was waiting 
impatiently when the fast train 
from the city rolled in at 12.45. 
“Hello, Mabel,” she called to 
the businesslike young woman 
who stepped briskly down from 
the steps of the rear coach. “I’m 
certainly glad to see you, but” 
she added hastily, “I want you 
to run along up to the house, 
dear; mother is expecting you, 
besides I’ve got to get back to 
the store. I'll be looking for you 
about 3 o’clock. Don’t forget,” 
she said, as she started down the 
street. “He’s the tall, nice look- 
ing boy with brown, wavy hair.” 

Two hours later a_ pleasant 
faced young lady strolled into 
the Marvin store. Without so 
much as a glance at the office, 
she made her way directly to 
where Van 
Davis was 
busily arrang- 
ing a display 
table. “I’d like 
to look at a gas 
range,” she 
said as he 
turned to greet 
her. Van 
dropped his 
display work 
and courteous- 
ly led the way 
to the range 
section. Di- 
recting her at- 









tention to the finest range in the 
group, he confidently started his 
regular sales talk. Something 
seemed to go wrong, however; 
this customer interrupted him 
frequently with questions—ques- 
tions he was hardly prepared to 
answer. There followed a bad 
half hour for Van, without even 
remotely resembling a sale. 
“Whew,” he remarked to Bill 
Higgins, as the young lady 
walked out the door: “She is 
certainly a hard one to satisfy. 
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She got me so tangled up with 
questions that I even forgot to 
get her address for the prospect 
list.” “She probably didn’t want 
anything anyway,” said Bill con- 
solingly. 

That evening when the Marvin 
employees assembled for the 
weekly store meeting, they found 
several neatly arranged displays 
of housewares near the speaker’s 
table. There was also a model of 
the firm’s highest grade .gas 
range, mounted on a small re- 
volving demonstration platform. 
May Garvin, who had been se- 
lected to conduct the meeting, 
started the session promptly. “I 
have a little surprise for you this 
evening,” she said. “You have 
all heard of the Tracy Depart- 
ment Store, over in the city. 
Well, Miss Mabel Harrison, who 
has charge of Tracy’s housewares 
department, is here tonight. I’ve 
asked her to attend this meeting 
and give us the benefit of her ex- 
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perience. I take pleasure in pre- 
senting Miss Mabel Harrison.” 
As the lady in question stepped 
out from the shadows near the 
freight elevator and approached 
the group, Van Davis gasped. 
“Holy mackerel,” he whispered 
to Bill Higgins, “that’s the 
woman I tried to sell the gas 
range to this afternoon. No 
wonder I didn’t get to first base.” 

Miss Harrison smiled pleas- 
antly and began: “Perhaps I owe 
some of you an apology. | was in 
the store this afternoon as a pros- 
pective customer. I wanted to see 
just how you sell certain lines, 
and—I’m going to be perfectly 
frank with you, I found just what 
I expected—the usual weakness 
in selling those items which 
women buy. Now please don’t re- 
gard what I say as criticism,” 
she went on, “‘but as a sincere de- 
sire to help. This store is no dif- 
ferent than the average hardware 
store, and each of you nas many 
lines and items to sell. Now the 
gentleman who waited on me here 
today, was as courteous and 
pleasant as any one could wish. 
He knew a lot 
about gas range 
construc- 
tion, but—and 
it is no dis- 
credit to him— 
he very natu- 
rally lacked the 
woman’s view- 
point. 

“He started 
his sales talk 
by explaining 
how strong and 
durable this 
range is. How- 
ever, a woman 
naturally takes 
it for granted 
that any range 
of the better 
type is well 
made and du- 


rable. Also, 








while he told me what the stove 
is made of, he did not explain 
why those materials were better 
than others, for the purpose. He 
never mentioned the beauty of 
the range; he did not refer to the 
unusual or distinctive features of 
its design, color or shape—the 
style features—yet every woman 
is intensely interested in style 
and beauty. 

“T think my questions rather 
flustered him, but those same 
questions would have flustered 
any one of you. I asked him the 
size of the oven, and he measured 
it for me with a yard stick. In 
our store, we would have an- 
ticipated that question by saying: 
‘This range has a conveniently 
large oven which will accommo- 
date a good sized roaster and an 
additional baking dish without 
crowding.’ Meanwhile we would 
have placed a roaster and a bak- 
ing dish in the oven to demon- 
strate the point. You see, a 
woman isn’t really interested in 
the inches of width or depth of 
the oven; she merely wants the 
size translated into its capacity 
for the utensils she uses. 

“Your salesman did not bring 
out any unusual or interesting 
facts connected with the origin, 
manufacture or history of the 
range. Can any of you give me 
one?” The silence was “elo- 
quent.” “A woman loves to have 
something of that nature to re- 
peat to her friends when she 
shows them a new item of kitchen 
equipment. I’m sure you can 
easily obtain a sales point of this 
kind from the range salesman, 
next time he calls. 

“T asked about the ‘little clock’ 
on the oven door and your sales- 
man courteously explained that 
it is a thermometer to indicate 
oven temperature. Why not go 
further and clinch a real sales 
point? He might have said some- 
thing like this: “The manufac- 
turers of this range have built 
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it around your problem as a 
housewife. Its cabinet design not 
only gives it distinction and 
beauty, but protects it from dust 
and dirt when not in use. You 
will notice that it has an attrac- 
tive thermometer on the oven 
door to record the temperature 
inside the oven. There is also a 
chart, which comes with the 
range, and which gives the proper 
oven temperature for different 
sized roasts, etc., as well as the 
time required to cook them per- 
fectly. You merely heat the oven 
to the proper temperature, put 
in the roast, and leave it for the 
specified time. If you wish you 
can use your alarm clock to warn 
you when it is done. Then you 
can go about your other duties 
or pleasures with a certainty that 
your roast will be cooked to per- 
fection. When baking a cake, you 
don’t have to open the oven and 
test it with a straw. Every time 
the oven door is opened the oven 
temperature changes. This causes 
a cake to bake unevenly or fall.’ 

“Those are all the things that 
a woman wants to know. She is 
only mildly interested in the de- 
tails of iron and steel and crude 
strength. She is actively inter- 
ested in things which mean con- 
venience, pleasure, style and 
beauty. She responds readily to 
an appeal to her pride, or to any- 
thing that means happiness or 
safety for those she loves. Uf I 
were selling this range, I would 
bring up the point that food 
thoroughly cooked at the proper 
temperature, is not only more 
palatable, but more conducive to 
health. 

“T dislike to say it,” she went 
on in a kindly tone, “but our 
trained sales girls are much more 
competent to sell certain house- 
wares than are many experienced 
hardware clerks who have not 
had special sales training.” 

“Miss Harrison, do you think 
a woman can sell the general 
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lines of hardware?” Van inter- 
rupted. “Yes,” she replied, “al- 
though not as well as you can. 
In many such lines she would 
face the same handicap you do, 
when you attempt to sell certain 
lines to women.” “I see the 
point,” said Van, “and I think 
you are right. Some one had to 
be the ‘Example’ tonight, and I 
happened to be the one. How- 
ever,” he said, facing his fellow 
employees, “any one of you fel- 
lows would have been equally 
good examples. We all need a 
change of viewpoint. I have been 
opposed to having women on our 
sales force, but now I suggest 
that Mr. Marvin give it a trial.” 

“That’s my suggestion,” said 
May with a smile, and “I need 
the dollar. It cost me more than 
that to "phone Mabel last eve- 
ning.” “You may put in an ex- 
pense item for 





ceded it. Miss Harrison an- 
swered question after question 
logically and convincingly. Later 
when lunch was served, Van 
quetly sought a seat near that of 
May Garvin. “Want to learn a 
lot more about women,” he 
whispered, “but I prefer to learn 
it from you. May I come up to 
the house Monday night?” “If 
you really want to,” she replied, 
blushing prettily. “I didn’t want 
to hurt your feelings, Van, but I 
did want to get my point over. 
You were a dear to take it so 
nicely, and I’m going to invite 
you to have Sunday dinner with 
us. Will you come?” 

“On one condition,” Van re- 
plied. “You’ll have to promise 
me not to mention gas ranges; 
they don’t appeal to my pride at 
all. Besides,” he added softly, 
“I'd rather talk about you.” 
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said Mr. Mar- 
vin. ‘‘Also 
your sugges- 
tion dollar 
will be in 
your pay en- 
velope tomor- 
row. Boys,” 





he added, “I 
think you all 
agree with me 
that these two 
young ladies 
have proved 
their point. 
We will add a 
woman to our 
sales force 
just as soon as 
we can find 
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When It 
Comes to 


in Boston, the Mackay-Newcomb Com- 

pany, makes frequent use of demonstra- 
tions. These are effective, according to G. E. 
Robinson, manager, in increasing volume, in- 
troducing new products, and as a means of aug- 
menting store traffic. 

Many different articles are shown in the 
store’s display windows in actual use. Recently, 
for instance, elastic roof cement and liquid roof 
cement were the subject of an interesting window 
demonstration which helped to sell many cans 
of these products. 

An oblong wooden frame, measuring about 
four feet from front to back and two and one- 
half feet in width, was laid flat in the window. 
A wooden divider halved the frame the long 
way, and both parts were covered with a coat- 
ing of roofing paper. 


QO NE of the most successful hardware stores 


The young man who acted as demonstrator 
stood behind the frame, applying the different 
types of cement. On one half the frame he 
demonstrated patching with elastic cement, 
while he brushed the entire surface of the other 
half with liquid cement. As he worked he showed 
his window audience numerous placards, large 
orange cards lettered in white. 

Some of these read: “Your wooden gutter 
will last much longer if given a coat of roof 
cement every year—Repair roofs of paper or 
felt and make them last for years by using 
liquid roof cement—Elastic roof cement will 
repair the cellar floor leaks and make it water- 
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proof—Liquid roof cement can 
be applied in rain or dry weather 
—Patch holes with elastic roof 
cement and coat with liquid roof 
cement, etc. 

Cans of both products were 
liberally displayed in the win- 
dow, and the various tools for 
applying roof cement were also 
shown. The placards featured 
elastic roof cement at 25c. the 
pound can, or five pounds for 
85c. Liquid roof cement was fea- 
tured at $1.10 a gallon during the week’s demon- 
stration. 

Many of those who stopped to watch the dis- 
play stepped inside the store to talk with the 
demonstrator and frequently made a purchase. 
The after-effects of a feature of this kind, ac- 
cording to the manager, are as worthwhile as the 
immediate response. Thus the store logically 
looks for an increasing sale of roofing cement 
for many weeks to come. 

A new article, a stropper for safety razor 
blades, was successfully promoted by means of 
window demonstration recently. A young man, 
standing in the window, sharpened razor blades 
for the benefit of the sidewalk throngs, and as a 
consequence many of the fifty cent stroppers 
were sold. As many as thirty or forty of the 
items were disposed of daily. 

A novel window demonstration successfully 
employed by this store showed the action of 
Drano in clearing sink pipes of accumulated 
waste. A white “enamel sink to which a glass 
drain pipe was attached was arranged in the 
window. Hair and waste were deposited in the 
curved glass pipe, and the solvent allowed to 
act on the matter. The immediate clearing of the 
waste was thus vividly shown to the window 
audience, and sales of the solvent were naturally 
increased. 

At present the Mackay-Newcomb Company is 
demonstrating a blue-flame oil burner for the 
kitchen range in the window and inside the store. 


All parts of the oil burner are displayed in the 
(Continued on page 21) 


Mackay-Newcomb Company, Boston, Successfully Introduce New 
Products and Increase Sales Volume. 
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HE subjects of my weekly 
(Liste have frequently 

been based on chance, or 
whim. Sometimes something hap- 
pens to me that makes an im- 
pression. I think about it, and 
then comes an article. The sub- 
ject of such an article may in- 
terest me, but it may not interest 
a good many of my readers. I 
actually believe, however, that 
the only proper way to write is 
simply with the idea of pleasing 
yourself. I also think that the only 
real reason for working is the 
personal satisfaction you get out 
of your job. Other people dis- 
agree with me, so I have asked 
for some subjects that other 
people want me to write about. 
One of the first subjects sug- 
gested is “ethics.” 

I wonder if a man who has 
made as many mistakes as I have, 
should write on the subject of 
ethics. Of course, if a man has 
always been strictly ethical in 
his life, he must have missed a 
lot of the trouble that comes as 
a result of being unethical. But 
really, such a man couldn’t know 
much about ethics. I often think 
of preachers preaching all the 
time to people who are already 
saved. There must be a tre- 
mendous loss in preaching for 
this very reason. If we advertise 
our wares to people who are al- 
ready sold on our products, the 
only result of such advertising is 
to remind these people how much 
they think of our goods. The real 
active object of good advertising 
is to convert somebody who 
either has never heard of your 
goods, or who is actively opposed 
to them. In preaching and in ad- 
vertising, therefore, we should 
concede that the main idea is 
“conversion.” Every preacher 
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By SAUNDERS NORVELL 


therefore, should be judged by 
the number of his converts, and 
advertising should be judged by 
the number of new customers it 
creates. 

But let’s get back to “ethics.” 
Most of our criminals today are 
young people. Most of the con- 
victs in Sing Sing are under 
thirty years of age. As I size up 
children, I don’t think they are 
very ethical. Many of them lie 
and many of them steal. Of 
course, when [ state this to stu- 
dents of ethics, they tell me that 
children have great imaginations 
and before these imaginations be- 
come disciplined they are natur- 
al liars. If the facts, however, 
could be known, I think we would 
find that children are just natur- 
ally savages. Of course, some 
children are timid. They are pas- 
sive. But their goodness is really 
weakness. Other children are ag- 
gressive, do things they should 
not do, and are constantly get- 
ting into trouble. The more im- 
agination a child has the more 
trouble it gets into. Therefore 
we develop here a paradox, that 
the best children of all, the most 
worthwhile, are the worst ones. 


As children grow older, they 
come in contact with teaching and 
education. They receive religious 
instruction. They develop certain 
ideals. Probably there are more 
young criminals today than these 
were 25 years ago, because then 
the growing child read books «nd 
almost all of the old time chil- 
dren’s books taught a good mor- 
al. The good are happy, and the 
bad come to a sad end. The pres- 
ent generation, however, have to 
contend with a different situa- 
tion. I refer to the movies. In my 
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judgment, the movies have done 
more to develop young criminals, 
both male and female, than any 
other factor in our modern civili- 
zation. Now, I am not attempting 
to quarrel with the movies. | am 
simply stating what I believe to 
be a fact. I have seen many 
movies in which the ethics of the 
plot were badly twisted. The 
criminal either directly or indi- 
rectly was painted as a hero. The 
fellow who got the money by 
questionable means was ap- 
plauded, while the fellow who 
lost his money was shown up as a 
sucker. I have seen audiences at 
such movies composed largely of 
young boys and girls. Their 
minds had not been trained by 
experience. Many did not have 
counter-training in the true prin- 
ciples of living and ethics at 
home from their fathers and 
mothers, at school or in church. 

In many homes today there is 
nothing like ethical instruction. 
Of course, except in Catholic 
schools, there is no religious in- 
struction. So, with a very large 
percentage of our young people, 
there is nothing to counteract or 
counterbalance passionate sex 
appeal and downright approval 
of dishonest and get-rich-quick 
schemes of making money. It is 
therefore perfectly natural that 
our papers are full of accounts 
of murders, hold-ups, burglaries, 
petty stealings, elopements, etc., 
among the members of our popu- 
lation not yet out of their teens. 

Some of these young people, 
to my way of thinking, have an 
entirely distorted, unreal and 
rotten view of life. I know a 
young lady of sweet sixteen. She 
decided to pick up and fall in 
love with a good for nothing boy 
of eighteen. They even attempted 
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to get married, but in her ignor- 
ance, she told the truth about her 
age. The young fellow didn’t 
even have a job. He could not 
even support himself. But he was 
perfectly willing to get married 
to this young girl. The family 
finally took a hand in the affair 
and separated them. Well, well, 
you should have heard this young 
lady express her views on the 
situation. She told her parents 
where they got off. Her life mas 
her own, and she proposed to live 
it as she pleased. She didn’t ask 
anybody to bring her into the 
world. Since she was here with- 
out her consent, she proposed to 
do as she d pleased about 
her life. It was all raw moving 
picture stuff. She had not been 
educated at home, at school, or 
in church. Her education came 
from the moving pictures, with 
a large dash of the natural de- 
pravity that all of us inherit. 
The young man also expressed 
himself. He saw no reason why 
there was anything unethical or 
ignoble about his messing up this 
young girl’s life when he could 
not support her. Now the young 
man is lucky enough to have a 











$20.00 per week job in a store. 
But he is a radical still. You 
should hear his set of ethics. The 
young lady has decided, so she 
told me, that the only thing to do 
now is to play with men and 
make them her victims for the 
rest of her life. She never pro- 
poses to be in love again, and 
when the time comes she will 
marry some sucker with a mil- 
lion dollars, and then she will 
live her own life. More movie 
stuff. 

But my heavens! Here I have 
written my entire article and I 
haven’t yet gotten down to ethics 
in business. My experience in 
business ethics is just about the 
same as what I have written 
about ethics of children. Young 
business men are not as ethical 
as the older generation. The class 
of trade with undeveloped minds 
(children’s minds) are almost in- 
variably unethical. It is also a 
curious fact about which I 
haven’t the slightest doubt, that 
certain nationalities are far more 
ethical than others. I believe for 
instance, that the English as a 
race are more honest than a num- 
ber of other nations I had proba- 











bly better not name. I know one 
foreign nation for instance, with 
whom I have always found it 
very dangerous to deal. The 
people of this nation are not 
ethical. When you travel in their 
country, you are constantly short- 
changed. Most of the people of 
this country are governed very 
largely indeed by their emotions. 
They are an emotional people. 
As a matter of fact, they are a 
nation of children. Most of them 
have never grown up. Therefore, 
it follows that they have the 
ethics of children. 

But why write any more on 
this subject. All of it has been 
well covered by others many 
thousand years ago. Just pick up 
your Bible tonight and read the 
Book of Proverbs and also the 
Book of Ecclesiastes. It is all 
there. It could not be better writ- 
ten. A spade is called a spade. 
A fool is called a fool. Beside 
that, much of it, especially in 
Ecclesiastes, is very beautiful 
poetry. Some day some producer 
on Broadway is going to clean 
up by producing a musical re- 
view based on the Book of 
Proverbs. 


When It Comes to Demonstrations 


(Continued from page 19) 


Increased store traffic, actually, is one of the most 








window, together with an Airstat Humidifier. The 
display space, incidentally, is made conspicuous 
with a floor covering of red crepe paper, and a large 
red placard announces, “Step inside and see the 
burner in operation in the store.” 

Just inside the doors, in center space, a kitchen 
range stands. This is fitted with an oil burner which 
disseminates a radiant heat. 

A large proportion of the people who observe 
this window display are sufficiently interested to 
step into the store to see the burner in operation 
and to make inquiries concerning it. Not only are 
many of the burners, priced at $47.50, sold through 
this means, but general store traffic is also materially 
increased, with gratifying results. 
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important off-shoots of demonstration, this store 
manager finds. Inside displays of various sorts are 
always made conspicuous and attractive, and many 
customers who are drawn into the store by the mag- 
uet of demonstration become purchasers of articles 
other than the one featured. Frequently the item 
demonstrated is immediately purchased—this, of 
course, is especially true in the case of popular 
priced goods—and an extra sale of some other type 
of goods is also made. 

For all these reasons the Mackay-Newcomb Com- 
pany is a firm believer in the generous use of win- 
dow and store demonstration. 
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GEORGE C. 


SHULL 


HIS is an answer to your 
[ssa which appeared in 

the Dec. 3 issue of Harp- 
wakE AGE titled, “How Can We 
Put the College Spirit into Busi- 
ness?” 

First, let me tell you some- 
thing about myself in order that 
you may better understand why 
I think I am qualified to write 
on the subject. 

I am a college student, the son 
of a hardware salesman. Intense 
interest in the field of journalism 
has led me to read and enjoy 
many of your articles in the 
HarpwakE AGE, due, not only to 
your particular style of writing, 
but to the thoughts advanced. 

I attended DePauw University 
for two years and after spending 
another two years in your “Uni- 
versity of Hard Knocks” as a 
newspaper reporter, I re-entered 
DePauw, this year, to complete 
my course. 

Having, therefore, peeped be- 
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Mir. Norvell. 


Here Is Your 


Answer 


George C. Shull, a Student at 

De Pauw University, in a Letter 

to Saunders Norvell, Answers the 

Article in Hardware Age for Dec. 
3rd, Entitled: 


“How Can We Put the 
College Spirit into Business?” 


hind the scenes of both your uni- 
versity and mine, I am sincere 
in my belief that business can 
never acquire that peculiar germ 
labeled “college spirit” because 
the question involves the old dis- 
cussion of idealism versus the 
practical. 

College is the mother of ideal- 
ism. 

True Freedom 


Here all of our air castles and 
dreams of the future are brought 
into full bloom. Here, we think, 
is true freedom at last. Even 
though Dad does pay the bills, 
our chests expand just a trifle 
and we first consider this prop- 
osition of being “on our own” 
and learning something of the 
deep mysteries of this world. 

College is, primarily a social- 
istic institution. 

It makes little or no difference 
in college whether your Dad has 
money and social position in the 


business world and my Dad has 
not or vice versa. It’s just a 
case of “when good fellows get 
together” in college. All the 
shams and hypocrisies of the 
world are left at the college gate 
to be picked up again after 
graduation. 

Lasting friendships are formed 
and it is more than probable that 
the one gifl is found sometime 
during the four years of our col- 
lege career. Again, a few of our 
close friends gather in a room 
and discussion is carried into the 
early morning hours concerning 
our fondest hopes, desires and 
the general business of this thing 
called life. Such occasions are 
placed in indelible ink in our 
book of memories. Such inci- 
dents are only two of the hun- 
dreds of like situations which 
give us reason to cherish college. 

On the other hand, business is 
concerned with cold practicali- 
ties. 
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Everywhere we are given to 
understand that facts and figures 
are the only things that count in 
business. How then, can any in- 
cidents occur in business which a 
man could cherish? 

When I stepped into this 
world to work as a newspaper 
reporter I considered that the 
profession of journalism had 
high ideals and standards which 
I must adhere to, if I was to 
make a success. Consider me, 
at that time, as being on a step 
ladder with my head in the 
clouds. Then see me six months 
later. That ladder had been lit- 
erally kicked from under me by 
this practical world and I had 
been given a hard fall. 

I picked up ihe pieces, put 
them together and continued my 
work on an entirely different 
level. A level filled with sham 
and double dealing, which I had 
never experienced in college 
life. But, back in the recesses 
of my mind [ still retained some 
portion of that idealism. 


Idealism 


Such a speck of idealism is 
retained in every man’s makeup. 
That, I believe, would answer 
your question as to why this 
spirit continues to bloom after 
fifty years of being “out in the 
world.” As the old grad comes 
back, he again deposits those 
cares and worries of the world 
at the college gate—gone is 
sham and hypocrisy and in its 
place comes the spirit of good 
fellowship. 

I defy anyone to talk business 
to him during the football game. 
You won’t find business there. 
Everyone in the stadium is an 
idealist, if only for the moment. 

As for a concrete definition of 
college spirit—well, I’m afraid 
that those two simple words have 
me stuck. They stand for so 
much that it is impossible to put 
a group of words together and 
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definitely say “That is college 
spirit.” 

For the undergraduate, col- 
lege spirit is the foreseen out- 
come of his associations and 
activities, both physically and 
mentally. For the old grad, it 
is an outward expression of that 
speck of idealism which cannot 
be denied. 

I do not say that college is the 
only place where idealism can 
be found. If you will just be 
honest with yourself and probe 
your mind, you will find some 
air-castle that was conceived in 
your youth, still wandering 
around in your mind. 

Without a doubt, you have 
listened to a band play the na- 
tional anthem while the Stars 
and Stripes were being hoisted 
high above your head. [I'll ven- 
ture to say that you are not a 
man unless you were gripped by 
an emotion so strong that it 
seemed as if electric shocks were 
traveling up and down your 
spine. 

College men are affected the 
same way when their school song 
is played between halves of a 
football game, be it a small or 
large school, because we are all 
struggling together with the team 
to keep the school in the victory 
column. 


Individual Struggle 


In business, each individual is 
struggling for himself—to keep 
his own head above the water or 
be fired. He is not struggling 
with his fellow employees to 
keep the business out of the red 
column. True, the business 
profits from these individual ef- 
forts, but it has failed miserably 
to make the employee feel that 
he is a part of the concern. 

In college, if a man is low in 
a certain study there are others 
taking the course who will glad- 
ly help him and he is made to 





understand that he must keep up 
his grades or it will reflect on, 
not only him, but his social or- 
ganization as well. You never 
hear those hard cold words, “If 
you can’t keep up in your work, 
we will be forced to drop you 
from the fraternity.” The stu- 
dent is made to feel that he is a 
part of the organization which is 
depending upon him as well as 
the other members of the organi- 
zation to make a good fraternity. 

In business, how many of 
your fellow employees will aid 
you and talk kindly to you if 
you stumble? Very few, if any. 
Business does not encourage a 
man to think that he is a part of 
the organization. Instead, he is 
told, “If you can’t do the job, we 
can always find someone else 
who can.” 


That Spirit 


There Mr. Norvell, is your 

answer. If every business could 
so strike the imagination of its 
employees as to make them feel 
they were an important cog in 
the promotion of the organiza- 
tion and a distinct factor in the 
welfare of their fellow workers 
as well, then, and not until then, 
will ‘business catch that elusive 
thing called spirit. 
_ Business can never touch that 
imagination. The world of busi- 
ness is too practical to ever catch 
it. College can and does catch 
it because*it is essentially ideal- 
istic. 

I firmly believe in the present 
economic structure. A few things 
wrong with the system—yes, but 
they will be remedied in time. I 
am only trying, in this letter, to 
give you what I believe is a 
truthful answer to your question, 
“How Can We Put the College 
Spirit Into Business?” 

Have I? 

Grorce C. SHULL 
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Who Makes 


Information regarding sources of 


Uf 


i— 


Fay! 
Ny 


supply as provided readers of Hard- ( 

ware Age by its Buyers’ Catalog 

Department is here presented as 

an aid to others in the trade who 

may be seeking the same articles. 

The inquiries reproduced have been ~~. 
selected because of their general in- A 
terest to hardware merchants and 


buyers. 


BeLLMonT, IxLLt.: Where can we 
obtain bottled gas for stove use?— 
E. Y. Bare & Son. 

ANSWER: Carbide & Carbon Chem- 
icals Corp., 30 E. 42nd St., New York, 
N. Y.; Rock Gas Products Co., Pitts- 
burgh, Pa., and Pittsburgh Thermoline 
Co., S. 20th & Wharton Sts., Pittsburgh, 
Pa. 

*% * * 

Cotumsus, Miss.: Who imports elec- 
tric Christmas tree outfits?—Banks 
Hardware Co. 

ANSWER: Rossig Bros. Co., 1209 
Broadway, New York, N. Y. 

* * * 

FarMINGDALE, N. Y.: Advise where 
Jumbo load binders and chain may 
be purchased.—Wood & Nostrand, Inc. 

ANSWER: Eugene C. Stacy, Tiffin, 
Ohio. 

% *% * 

SHAMOKIN, Pa.: Who makes the 
Black Diamond rubber gun recoil pad? 
—W. C. Hack & Sons. 

ANSWER: Black Products Co., 13513 
Calumet Ave., Chicago, III. 

* * % 

Pesutico, Wis.: Where can repairs 
for the Sweeper-Vac vacuum cleaner 
be secured ?—Irving J. Wazek. 

ANSWER: Sweeper-Vac Co., 160 
Fremont St., Worcester, Mass. 

* * * 

Wasuincton, D. C.: Who makes saw 
filing machines?—DuPont Hardware 
Co. 

ANSWER: Foley Mfg. Co., 42 Main 
St., N.E., Minneapolis, Minn. 

* * *% 

Rockrorp, Itt.: Who makes the 
Radio Owl? It is a device used for 
shutting radio receiving sets off auto- 
matically.—Elco Tool & Screw Corp. 

ANSWER: Taylor Travers Corp., 
2269 E. 51st St., Los Angeles, Cal. 
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BARBERTON, On10: Who makes the 
American food chopper ?—C. E. Saurer 
Hardware Co. 

ANSWER: Food choppers bearing 
the above name are made by the Ameri- 
can Stainless Knife Co., 1445 W. Austin 
Ave., Chicago, IIl., and the American 
Utensil Co., 155 N. Union St., Chicago, 
Ill. 

* % * 

Cuester, Pa.: Advise names and ad- 
dresses of several concerns making 
scroll saws designed to operate with 
foot power.—Chester Hardware Co. 

ANSWER: Ackerman-Steffan & Co., 
4532 Palmer St., Chicago, Ill.; W. F. 
Barnes & Co., 443 Ruby St., Rockford, 
Ill., and Schroeter Bros., 415 N. 8th 
Ave., St. Louis, Mo. 


* * * 


PHILADELPHIA, Pa.: Who makes ceil- 
ing clothes dryers, similar to those 
formerly made by the defunct Corbett 
Ceiling Clothes Dryer ,Co., of New 
York?—The Magen Hardware Co. 

ANSWER: M. Singer, 2525 Third 
Ave., New York, N. Y., and Overhead 
Kitchen Clothes Dryer Co., 523 W. 48th . 
St., New York, N. Y. 

* % # 

BiurFrton, Inp.: Where can be pur- 
chased one gallon fibre measures to be 
used for vinegar?—Jones & Ash. 

ANSWER: Almo Trading & Import- 
ing Co., 61 E. lith St., New York, 
N. Y., and Redlich Mfg. Co., 637 W. 
Oak St., Chicago, IIl. 


+ 2 


BELVIDERE, TEX.: Who makes an iron 
toy train like we could buy twenty 
years ago?—John S. Fandrich. 

ANSWER: Arcade Mfg. Co., Free- 
port, Ill.; The Kenton Hardware Co., 
Kenton, Ohio; Grey Iron Casting Co., 
Mount Joy, Pa.; A. C. Williams Co., 
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Ravenna, Ohio, and The Hubley Mfg. 
Co., Lancaster, Pa. 


“ + + © 


Terre Haute, Inp.: Who makes a 
counter to count people as they pass 
by that may be held in the hand?— 
Pentecost & Craft Co. 

ANSWER: Veeder-Root, Inc., Hart- 
ford, Conn.; Durant Mfg. Co., 618 
Buffum St., Milwaukee, Wis., and Ben- 
ton Mfg. Co., 9 Bethune St., New York, 
Ae 


Se &£ ® 


GaesBurG, ILL.: Where can we pur- 
chase shellers for pop corn only?— 
Churchill Hardware Co. 

ANSWER: Hocking Valley Mfg. 
Co., Lancaster, Ohio. 

* * * 


Hackettstown, N. J.: Provide names 
of several manufacturers of two-inch 
aluminum house numbers.—W. A. Hoff- 
man. 

ANSWER: Premax Products, Inc.. 
200 10th St., Niagara Falls, N. Y.; 
J. Walter Miller Co., 411 E. Chestnut 
St., Lancaster, Pa., and S. G. Adams 
Co., 411 N. 6th St., St. Louis, Mo. 


* @ #4 


Hamitton, On10: Who makes Varco 
concrete driils?—The Fischer Hard- 
ware Co. 

Answer: Abegg & Reinhold Co., 
Inc., Los Angeles, Cal. 


*# 2 © 


SUSQUEHANNA, Pa.: Where can wood 
saw attachments to be used on trac- 
tors be purchased?—E. K. Owens 
Hardware Co. 

ANSWER: American Saw Mill Ma- 
chinery Co., Hackettstown, N. J.; New 
Holland Machine Co., New Holland, 
Pa., and A. M. Dellinger, Lancaster, 
) 

Pa. a 

PortLANnD, Ore.: Provide names and 
addresses of several manufacturers of 
machines to make all kinds of springs 
for oven doors, etc.—Isherwood Stove 
Co. 

ANSWER: Sleeper & Hartley, 335 
Chandler St., Worcester, Mass.; John 
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Evans Sons, 506 N. 13th St., Philadel- 
phia, Pa., and the Baird Machine Co., 
Bridgeport, Conn. 

* * * 

Mount Union, Pa.: In addition to 
the Boye Needle Co., what other firms 
make sewing machine needles?—D. C. 
Goodman. 

ANSWER: Torrington Co., Torring- 
ton, Conn.; Greist Mfg. Co., New 
Haven, Conn., and Durbrow & Hearne, 
12 Wooster St., New York, N. Y. 

* * * 

MinNEAPOLIS, MiNN.: Furnish a com- 
plete list of the manufacturers of 
vacuum bottles and lunch kits.—Hall 
Hardware Co. 

ANSWER: This list as it appears in 
the Hardware Age Buyers Catalog was 
provided. 

* *% * 

New York, N. Y.: Who makes the 
Becky Porter vegetable dicer?—R. K. 
Carter & Co. 

ANSWER: K-D Mfg. Co., Lancaster, 
Pa. 

* * *% 

PHOENIXVILLE, Pa.: Who makes 
leather cuffs like those worn by butch- 
ers?—Keinard Brothers. 

ANSWER: R. H. Forschner Co., 230 
3rd Ave., New York, N. Y. 

* * * 

BeLtHaveNn, N. C.: Please provide 
names and addresses of several manu- 
facturers other than the Continental 
Can Co. and the Steel Tin Products 
Co. who make one-gallon oyster cans, 
such as are used by oyster .packers.— 
F. L. Voliva Hardware Co., Inc. 

ANSWER: Sexton Can Co., Everett 
Station, Boston, Mass.; Independent 
Can Co., Howard & Ostend Sts., Balti- 
more, Md., and American Can Co., 100 
E. 42nd St., New York, N. Y. 

* * * 

Scuenectaby, N. Y.: Who makes 
cast iron New Year’s cookie moulds? 
—David Mahoney Co., Inc. 

ANSWER: Griswold Mfg. Co., Erie, 
Pa.; Wagner Mfg. Co., Sidney, Ohio, 
and Marietta Hollow Ware & Enamel- 
ing Co., Marietta, Pa. 

* * * 

ManuHEIM, Pa.: Who makes Alcazar 
oil stoves?—-H. H. Martin. 

ANSWER: Alcazar Range & Heater 
Co., Cleveland Ave., Ist to 4th Aves., 
Milwaukee, Wis. 

* * * 

Troy, Onto: Where can be procured 
screw drivers that will hold the screws 
on the drivers?—Zerkel Bros. 

ANSWER: Miller Mfg. Co., 25 Win- 
throp Bldg., Boston, Mass.; Peter Bol- 
ler Machine Works, 122 N. Curtis 
St., Chicago, Ill.; Upson Bros., Inc., 
Rochester, N. Y., and North Bros. Mfg. 
Co., Lehigh Ave., Philadelphia, Pa. 
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Cuatuam, N. J.: Who makes a de- 
vice called a skimit used for taking the 
cream off bottled milk?—Trowbridge 
& Atteridg. 

ANSWER: Duro Metal Products Co., 
2649 Kildore Ave., Chicago, II]. 


& 2 


Beruin, Wis.: Who makes the Rolls 
Safety Razor?—Cunningham Hard- 
ware Co. 

ANSWER: This razor is manufac- 
tured by Rolls Razor, Ltd., London, 
England, and distributed in the United 
States by Lee & Schiffer, Inc., 305 E. 
42nd St., New York, N. Y. 


* + 


NortTHAMPTON, Mass.: Who makes 
Black Iron stove polish?—Hampshire 
Hardware Co., Inc. 

ANSWER: J. L. Prescott Co., Pas- 
saic, N. J. 


+ + 


Boston, Mass.: Who makes a nut- 
cracker that is stamped “E.M.Q.”?— 
Carl G. Vienot. 

ANSWER: H. M. Quackenbush, 
Herkimer, N. Y. 


* * * 


NorwaLk, Conn.: Who makes a nut 
cracker mounted on a wooden block, 
with a long handle for cracking hard 
nuts? — The Connecticut Hardware 
Stores, Inc. : 

ANSWER: Arcade Mfg. Co., Free- 
port, Ill; Grey Iron Casting Co., 
Mount Joy, Pa., and Wrightsville Hard- 
ware Co., Wrightsville, Pa. 

* * * 


Kewaskum, Wis.: Provide names 
and addresses of several manufactur- 
ers of small rubber novelties—W. W. 
Quade. 

ANSWER: Corduroy Tire Co., 
Grand Rapids, Mich.; Faultless Rub- 
ber Co., Ashland, Ohio, and Jos. W. 
Weaver, Lebanon, Pa. 

* & # 


FLorat Park, L. I., N. Y.: Where 
can metal caneing be purchased?— 


J. F. Best. 


ANSWER: The Metalace Corp., 
South Boston, Mass. 
*% * * 


Ampripce, Pa.: Furnish name and 
address of the company making the 
Androck line of kitchen wares.— 
Mytinger & Young. 

ANSWER: Washburn Co., Andrews 
Division, Rockford, III. 
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Henperson, Minn.: Who makes ex- 
plosive wedges?—A. W. Kuncke. 

ANSWER: Hutchinson Mfg. Co., 
7721 Susquehanna St., Pittsburgh, Pa. 


Newark, N. J.: Where can solderless 
fittings for copper tubing be pur- 
chased?—J. Heller & Son. 

ANSWER: Imperial Brass Mfg. Co., 
1200 W. Harrison St., Chicago, IIl.; 
Lincoln Brass Works, 2000 12th St., 
Detroit, Mich., and Mueller Brass Co., 
Port Huron, Mich. 

* * * 

Monroursvit_te, Pa.: Where can 
Titanium Tetra Chloride, a chemical 
used for sky writing with airplanes, 
be procured?—G. W. Bennett & Son. 

ANSWER: Niagara Smelting Corp., 
420 Lexington Ave., New York, N. Y. 

* * * 

GREENE, N. Y.: Furnish address of 
the manufacturer of the Willcolater 
oven heat control.—Beals Hardware Co. 

ANSWER: H. A. Wilson Co., 97 
Chestnut St., Newark, N. J. 

% * * 

CuatuHaM,-N. J.: Where can Perfec- 
tion pull caps for milk bottles be 
secured ?—Trowbridge & Atteridg. 

ANSWER: The Diepress Co., Inc., 
37 Mill St., Cazenovia, N. Y.; National 
Mfg. Co., S.W. 28th & Mercier Sts., 
Kansas City, Mo., and Toledo Bottle 
Cap Co., Toledo, Ohio. 

* * * 

MINNEAPOLIS, Minn.: Who makes 
brass dust pans?—A. R. Miller. 

ANSWER: A. Kreamer, Inc., 307 
Kent Ave., Brooklyn, N. Y. 

* * * 

PHILADELPHIA, Pa.: Who makes 
paper hangers’ rollers?—August L. 
Egolf. 

ANSWER: Ridgley Trimmer Co., 
Springfield, Ohio; Stephenson Mfg. 
Co., 230 E. Tutt St., South Bend, 
Ind., and Bogert & Hopper, 221 
Varick St., New York, N. Y. 


* * * 


Linpsay, OnT., Can.: Who makes 
Carll wrenches?—McLennans, Lim- 
ited. 

ANSWER: M. W. Robinson Co., 
28 Warren St.; New York, N. Y. 


* * * 


Hinton, W. Va.: Where can we 
secure patterns on linen paper for 
making sheet metal elbows in all 
sizes ?—The Hinton Construction Co. 

ANSWER: Scientific Book Corp., 
15 E. 26th St., New York, N. Y. 


* * *% 


SuSQUEHANNA, Pa.: Where can we 
secure repairs for a shot gun stamped 
Union Firearms Co., Toledo, Ohio? 
—E. K. Owens Hardware Co. 

ANSWER: A. F. Stoeger, Inc., 509 
Fifth Ave., New York, N. Y. 
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Want to DO Something 
‘? 





for Business e 














Put on your hat. Go to the employers 
in your city. Tell them of the per- 
sonal guarantee plan. Urge them to 
use it. ... It means better business for 
you through the release of much 


hoarded cash, held because of fear on / 





the part of employees for their jobs. 





Those workers still employed are 


ready to buy if they are but 
assured of their jobs 


BILLION in currency is 
A hoarded away in mat- 

tresses, chimney bricks, 
vaults. The national credit sup- 
ply is depleted by ten times that 
sum. Those who have hidden it 
away are called “hoarders.” 
Why? Because they seek to pro- 
tect savings of years. What else 
shall they do with their money? 
Walter Gifford says, “Buy now.” 
He is thinking of merchandise. 
Ex-Ambassador Gerard _ says, 
“Buy now.” He specifies stocks 
and real estate. Mark Sullivan, 
writing from Washington, says, 
“Buy Government bonds.” Other 
men say, “Whatever you do with 
it, get it into circulation.” 

And then what? 

Money is being hoarded for 
two principal reasons. First, be- 
cause its owners have no security 
in their jobs. They may need 
their money badly, at any mo- 
ment. They cannot afford to 
spend it unless future income is 
assured. They must keep it 
available. 
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Second, money is _ being 
hoarded because there seems 
nothing else to do with it that as- 
sures its availability when 
wanted. Banks go broke. Stocks 
and bonds flop to almost nothing. 
Real estate becomes frozen and 
taxes come due. Most people 
would rather keep their money in 
the bank than trust to home pro- 
tection. But what’bank is safe? 
The record of normal times 
shows a heavy proportion of 
bank failures. The last year has 
shown a great increase in the 
number of failures. So, the ques- 
tion must arise: Is my bank 
safe? Is the bank next door safe? 
Is any bank safe? 

Perhaps State or Federal 
banking departments know which 
banks are safe. But they do not 
tell anybody. “Take your money 
out of hiding and put it to work,” 
bankers advise. But nobody will 
guarantee that the money is as 
safe at work as it is in hiding. 








Worried workers are never an asset 
to the business community 


That is the nub of the affair. If 
there are safe places to put their 
money, tell the hoarders. The 
money will come out then. 

The hoarders do not trust the 
bankers who loaded up their in- 
stitutions with bad loans on de- 
preciated securities, and so froze 
their lending power. A hoarder, 
like other sensible folk, likes ad- 
vice best which comes from 
sources that have been proved re- 
liable in situations similar to 
that on which advice is being of- 
fered. The hoarder doesn’t want 
to make any bad loans. He can’t 
afford to make loans of any kind. 
But especially bad ones. And who 
is going to tell him which are 
which? 

The hoarder is an individual- 
ist. He has to be. Government 
spokesmen can think and talk 
for the individual as part of 130,- 
000,000 people. National figures 
of finance and industry can take 
the same far-flung outlook. The 
hoarder can’t see quite so far or 
so broadly. He can’t afford such 
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high-powered glasses. If all the 
hundred and thirty million get 
hit in the pocket, so will he, as 
one of them. But nothing that 
happens, good or bad, to his 
financial standing is going to 
help or hinder the other one hun- 
dred and twenty-nine million, 
nine hundred and_ ninety-nine 
thousand, nine hundred and 
ninety-nine. 

As part of the hundred and 
thirty million he is well, or mod- 
erately well, looked after. Every- 
body of any power or influence is 
doing all he can do to make the 
hundred and thirty million hap- 
pier, healthier, wealthier and 
safer. But nobody is trying a tiny 
bit to make John Jones, that in- 
finitesimal fraction of the hun- 
dred and thirty million, more 
sure of his breakfast tomorrow, 
and his rent on the thirtieth of 
December. John Jones as a unit 
of population is swallowed up 
in the mass. 


He’s an Individualist 


And so John Jones goes back 
to first principles and_looks out 
for himself. He is very sorry, 
too, if the way he goes about it 
is likely to cause any incon- 
venience to other little units of 
population like himself. But he 


just doesn’t see what he can do - 


to help them. He is not, you see, 
what is called a clear thinker. He 
lacks the logic to see that his at- 
titude is reprehensible because 
there are millions of other little 
units of population doing the 
same things he is, and when all 
of them are doing it to the best of 
their abilities, they are hurting 
themselves collectively and as in- 
dividuals. 

“Maybe so,” says the unit of 
population. “In the meantime, I 
eat.” 

No, you won’t get very far 
with John Jones as an individual. 
Not by telling him that somethi«.g 
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horrible is going to happen to 
him unless he mends his ways. 
There is a fair chance of get- 
ting something into his muddled 
head, though, by telling him thst 
something nice is going to hap- 
pen to him if he isn’t quite so 


tight with his liquid possessions. — 


And there is a really good 
chance of getting him to do some- 
thing about helping the rest of 
the hundred and thirty million 
if you actually do something 
nice for him before you start 


talking nation-wide benefits and 


the solemn duty involved in 
keeping the mills running. He is 
much stronger for more sugar in 
his coffee than he is for nation- 
wide benefits. This is narrow- 
minded of him, of course. 


Guarantee the Job 


Something nice, something he 
would appreciate heartily, is a 
guaranteed job. Not in the fu- 
ture, as the fruits of industrial 
or political movements; but right 
now, as the result of a definite, 
man-to-man promise from his 
own boss. A promise that he, as 
an individual, is secure in his 
job, at present wages, for at least 
one year. 

Here is nothing promised to 
the hundred and thirty million; 





If there is to be any operation at all, 
the nucleus of a working force can be 
assured of jobs. At that point workers 
and employers sink or swim together. 


nothing promised even to every 
man in the plant in which John 
Jones works. It is something 
promised only to those men and 
women in the plant who form the 
nucleus which it must have to 
operate at all. Perhaps twenty 
per cent of the force now em- 
ployed; perhaps forty per cent; 





perhaps sixty per cent. Whatever 
the proportion, here is a body of 
labor, dirty handed and white 
collared, that will be able to plan 
spending because it will know 
that money spent can be re- 
placed. There will be more where 
that came from. 

There is, probably, no busi- 
ness of any sort which, after two 
years of hardening under con- 
stantly more grueling conditions, 
does not know whether or not it 
is going to be among those pres- 
ent on Jan. 1, 1933. There is not 
one of these businesses which 
cannot very definitely calculate 
what force it is certain to employ 
fully until that day. 

The aggregate of those cer- 
tainly-employed workers, free 
from worry, sure of next week’s 
pay day, having the power to 
spend and the assurance of re- 
placing expenditures, is poten- 
tially an enormous reservoir of 
buying power. It will be able to 
“buy now.” It will be willing to 
“buy now.” 

The others? Those now em- 
ployed but not guaranteed 
their jobs—what about them? 
Nothing at all about them. 
They will continue to be em- 
ployed if business makes it pos- 
sible to keep them working. If 
not, they will be laid off. They 
will be in exactly the same situa- 
tion as today. No better; no 
worse. No more fearful of their 
jobs, no more cautious of their 
spending, than they are now. 

What is gained by this separa- 
tion of sheep from goats? This— 
that whereas we now have prac- 
tically one hundred per cent of 
our working force in doubt about 
its job, and hesitant to buy even 
necessities, under the plan so 
briefly suggested the number of 
the doubtful would be decreased, 
and we would have at once a very 
considerable section of buying 


willingness revived. 
(Continued on page 48) 



































The Real Argument Against 
The SALES TAX 


by CHARLES J. HEALE 


ETAILERS opposing the sales tax have not yet utilized their most 
potent argument, which is the effect such a move may have on con- 
sumers’ ability and willingness to buy. Retailers, and the various 

agencies allied with them, have concentrated their objections against the 
I proposal of Uncle Sam to make them “unpaid tax collectors and tax ac- 
Ht countants.”” Unbiased opinion might fairly call this a strictly selfish reason. 
i The ultimate decision on all taxation must be the effect on the great ma- 
NIH jority, the American consumers. If it can be established that the sales tax 
HII will be in the long run benefit Mr. and Mrs. Consumer, legislation to that 
i end will certainly be passed, even over the organized objection of retailers 
Hib 

| 

' 








who in the broad picture represent a minority group of citizens. 

















The really vicious part of the sales tax is its effect on the buying power 

mn of all consumers. At this particular time, when a strengthened and encour- 

Hit aged buying power is vital to our general business recovery, it is thoroughly 

iI unsound to even consider any measure which will lessen the opportunity to 

Wil buy more goods that more people may be employed in their manufacture and 

| distribution. 
| 


Every possible effort must be made to circulate money through increased 
retail buying. There are today millions of dollars’ worth of bank deposits 
| not working for the common good of all. A sales tax will freeze up still more 
iH money and curtail further the desire to buy anything other than the bare 
| necessities of life. In this country where nearly 90 per cent of all-our normal 
| production enjoys domestic consumption, we cannot safely permit any 
} obstacles that will tighten up our flow of currency. Comparisons to use of 
Hl the sales tax in Canada, an exporting nation, or arguments minimizing 
] | proposed sales tax effect because of the small percentage to be charged, are 
typical delusions foisted upon us by those whose training and instincts are 
political rather than economic. 





| 

| It is not sufficient for you as a retailer or wholesaler to voice your objec- 
tion to the sales tax by letter or wire to your Congressman and Senator. | 
It is essential that your local civic bodies collectively and their members in- 
dividually do the same, emphasizing in their objections the consumer angle. 
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system are presumed to be keen, alert, ag- 

gressive and progressive. As a rule they are, 
in so far as individual business is concerned. When 
it comes to business in general, however, they seem 
to be indifferent and tongue-tied. Their efforts are 
spent in formulating a few resolutions, indulging 
in self-pity, and “passing the buck” to conditions or 
Congress. 

They get just about what their attitude and effort 
entitle them to. 

For the past ten years or more the average inde- 
pendent business man has faced the ill effects 
brought about by the anti-trust laws. Those in the 
hardware industry have suffered with the rest, and 
that includes the retailer, as well as the manufac- 
turer and wholesaler. All of these factors in the 
industry know that the Sherman Act and similar 
legislation have throttled their activities and put 
them at the mercy of others. They know that these 
laws have made possible the very things they were 
designed to prevent; that they have been largely 
responsible for what has been termed “‘profitless 
prosperity.” They realize that the wordings of these 
laws have been interpreted by the courts in ways 
never intended or even dreamed of by the original 
sponsors. ‘ 

What has the hardware industry, as an industry, 
done about it? 

Individual manufacturers, wholesalers and _ re- 
tailers have indulged in a few private howls. They 
have complained loudly to their associates. They 
have met with others of their kind and passed a 
few worthy resolutions. Beyond that, they seem to 
have left everything to fate. If they had applied 
the same attitude toward their individual business 
operations they would all have been bankrupt long 
ago. 


- men of the so-called independent 


Anti-Trust Laws Should Be Revised But— 


When labor wants anything from our law-makers 
it demands it. When the farmers want special legis- 
lation they go after it. But—when business men not 
only want but need legislative relief, they usually 
confine their efforts to wanting and hoping. 

The Sherman Act and other anti-trust laws should 
be immediately and carefully revised. They should 
be changed in such a way that they will prohibit 
the extension of monopolies, and at the same time 
permit the extension of cooperation along lines 
which are palpably in the public interest. 

This result can be accomplished. It will be if 
independent business men will, for a time, forget 
selfish private jealousies and bickerings to place 
their united efforts behind an aggressive fight for 
their rights and those of the public. 

It will take time, organization, intelligently di- 
rected work, and above all “straight from the 
shoulder” talk to those who make our laws. It will 
mean close cooperation within as well as by the 
industries which compose independent business. 
Meanwhile the individual factors in the hardware 
industry, as well as in other industries, should 
recognize the fact that individual business is ham- 
strung by restrictions imposed on business generally 
through the enforcement of obsolete anti-trust 
legislation. 

If those concerned were merely facing individual 
problems, not a man would hesitate to work, spend 
money, and fight. Why hesitate because the interest 
is a collective one? “General business is but the 
sum total of individual businesses. 

If the hardware industry wants revision of the 
anti-trust laws, then hardware manufacturers, whole- 
salers and retailers must act promptly, intelligently 
and as a unit. 

Also the initiative should come from the manu- 
facturers. 





Chain Hardware Store 
Data Released by Census 


tribution. A previous summary of re- 
tail distribution for 1929 by the Census 555 hardware stores was 1.72 per cent 
of Distribution shows that there were 


cidence that the total sales of the 26,- 


of the total net sales of all retail 





of Distribution 
(From Our Washington Bureau) 
There were 75 chains of retail hard- 
ware stores with 458 units in the 
United States in 1929, and their ag- 
gregate net sales totaled $31,595,632. 
These figures are disclosed in a state- 
ment on retail distribution by chains 
just announced by the Census of Dis- 
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26,555 retail hardware stores in 1929 
and that their total net sales amounted 
to $861,684,140. 

Comparing the figures, it is shown 
that the number of chain units was 
1.72 per cent of the total retail hard- 
ware stores, while the sales by the 
hardware chain stores was 3.6 per cent 
of the total. It is an interesting coin- 


stores, amounting to $50,033,850,792. 
Retail chains do 21.5 per cent of 
the total retail stores business in the 
United States, the Bureau report shows. 
There were 7046 chain store organiza- 
tions in all, operating 159,826 units, or 
about 10 per cent of all the stores in 
the country. Sales of those chains 
aggregated $10,771,984,034. 
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Keep the Batt Rolling After 


TORE-INVERTORY SALE 





Christmas 


FTER the Christmas rush 
A has subsided there is all 
likelihood of a let down on 
the part of some of your fellow 
merchants in the matter of dis- 
play. This should give hard- 
ware merchants who choose to 
increase the effort to display 
merchandise effectively a great 
advantage. It is now that the 
bright and attractive display will 
stand out to the best advantage. 
Let this week be a period of 
special effort to move as much 
merchandise as possible before 
inventory. Your advertising 
should stress the reasons for any 
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special offerings’ you have. In- 
ventory time is that reason. It is 
a good and logical reason for 
offering the inducement to buy. 
You will find on the advertising 
service pages (34 and 35) sug- 
gestions that will help to con- 
vince your customers that you 
have the merchandise. 

Now let us consider our win- 
dow display: We suggest that 
the banner announcing your pre- 
inventory sale be placed next to 
the glass. It should be lettered 
in red and the circular posters 
tied together by the white triangle 
should be a strong yellow orange, 
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with legibly painted black let- 
ters. The shelving appearing in 
the triangle is really attached to 
the back wall of the window. 

Our winter sports window calls 
for a very large poster done in 
medium blue lettering, but to 
take the “chill” from the display, 
get some bright orange into the 
poster. The sweaters on the fig- 
ures skiing will do the trick 
nicely. That will be sufficient. 

Don’t forget to paint a valance 
across the top of the window to 
represent icicles. This window 
leaves room for more merchan- 
dise to be arranged in front of 
the poster, but should not be 
overcrowded. 

The use of plenty of light is 
more than ever important at this 
time. Your store windows well 
lighted at this time will be more 
noticeable now. than during the 
Christmas season when everyone 
made some effort to attract at- 
tention. 
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Price tickets should be in har- 
mony with the windows in each 
case, both as to color and de- 
sign. For instance, in the pre- 
inventory sale window orange 
discs would be very effective. 
Blue and orange tickets of an- 


other design would go well with 
the winter sports window. 

In any event put real energy 
behind your effort to keep the 
ball rolling after Christmas and 
get off to a flying start in the 
new year. 





A New Hardware Age Series of Price Tickets 


EGINNING with the issue 
of Jan. 7, HARDWARE AGE 
will carry a series of articles on 
the preparation of PRICE TICK- 
ETS. The first article is entitled 
“Price Tickets Should Say Some- 
thing,” and will present a num- 
ber of designs, copy and color 
schemes, and the reasons for 
their use. 
This series is intended to round 


out the already popular features 
now running regularly in Harp- 
warE AGE and dealing with win- 
dow displays and advertising. 
These tickets are more than 
mere price tickets. They com- 
bine the utility of the talking 
show card and the price ticket, 
being suitable for both window 
and interior disply suitable for 
large and small stores alike. 





HOW TO DRAW THE POSTERS 


Decide how many times you wish to enlarge these pictures, then 
divide the space of your large sheet into the same number of squares 


and proceed to map out your design as per the copy. 


The indexing 


along the side and top are to assist in locating your starting points 
as you work. 
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Trimming the Modern Window 


TRIKINGLY 
unusual win- 
dow displays 
can be produced 
with ease and sim- 
plicity. This is par- 
ticularly true of 
the modern type of 
window _arrange- 
ment. Take, for in- 
stance, the window 
at the lower posi- 
tion on page 33. 
This window is a 
skillful handling 
of shapes and 
placement of mer- 
chandise, but with 
this photo before 
you it becomes a 
very simple trim 
to accomplish. 
Boxes and com- 
poboard are used 
as a base for the 
background com- 
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position, being 
covered with either 


crepe paper or 
some other colored 


material. Let us 
suppose that our 
merchandise is 
bisque color; our 
background color 
will be strikingly 
attractive in green. 

Visualize the 
bathroom — supply 
window at the bot- 
tom of page 32 in 
lavender or any of 
the pastel shades 
that harmonize 
with your mer- 
chandise. 

If you prefer the 
conventional hard- 
ware display, those 
at the top of these 
pages will offer ex- 
cellent aid by way 
of suggestion. 
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Aunt Mary Says: 


Thrifty housewives are hur- 
rying to (Store Name) Jan- 
uary Clearance Sale. You 
can buy practically every- 
thing you need in the way of 
housewares at about half 
their regular price—and ev- 
erything is of a high grade— 
the kind that wears and 
wears, 


(List Items 
With Prices) 


YOUR STORE NAME 
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Don’t Be Surprised at Our 
Old Time Bargains 
We're out to give our customers 
the best quality at the lowest 
price. Wholesale prices have 


dropped and we want to share 
with you. Look at these values! 


(List Items 
With Prices) 


YOUR STORE NAME 


ADVERTISING SERVICE 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are 
especially planned to help every hardware store make its advertising 
more practical and effective by the liberal use of human interest 
illustrations. Copy is always supplied in so far as it is practical for 
use by all of our clients. 


The description and pricing of the items must necessarily be left to 
the individual store in most cases. In writing the descriptions to give 
to your printer with the supplied ad layouts keep in mind that brief, 
to the point descriptions are the most effective. The style, size, col- 
ors, unusual features, or special economies effected by the use of the 
item should be given. If greatly reduced, it is sometimes desirable 
to show former as well as reduced price. If any question arises con- 
cerning the use of these ads, write us. You'll find us willing to help 
you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets 
of mats of all the advertising illustrations of these two pages, in- 
closing your check for $1.25. If you need mounted cuts order them 
by number given under each cut, listing the numbers in a column. 
Figure the charge of 35c. for each cut when less than ten cuts are 
ordered; when ordering ten cuts or more figure the charge at 30c. 
for each cut ordered. Inclose check with order, please—this saves 
bookkeeping for small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 
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Good News! ~) 


Store Wide Clearance 
Sale at (Store Name) 


Here’s an opportunity to buy your needs at 
about half the price you are accustomed to 
pay. Sensational values throughout the store! 


(List Items 
With Prices) 





YOUR STORE NAME 
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HARDWARE AC} 
ADVERTISING 
SERVIC! 

FOR fii 


Inject New Life Into Your Advertising Wien 
By Using Human Interest Illustrations and Copy 


CLEARANCE 
~WALUES | | =:::- 


If you follow our thrifty cus- 
tomers you will be sure to get 
the most for your dollars—mer- 
chandise of the finest quality 


Nothing like them! The most wonderful bargains we've ever offered that is bound to give you long 

in our history. Tremendous reductions have been taken through- wear and _ satisfaction. Our 

out the store for a quick clearance to lower our stocks for inven- prices, we believe, are the lowest 

tory. Buy now and save! - town for the same high grade 
things. 


























(List Items 
With Prices) 

















Www 5 


m-, 
Step Ladders — YOUR STORE NAME 


$0 Very special at this price 
Safe, handy step ladder —of sturdy construction 
— strong iron bracing —nicely finished with 
rods. A wonderful value. black enamel. Size.... 


Height (List Items 
With Prices) 



































Coco Coor Mats Andiron Sets 


A i 
Built for long wear! A look r fd an oe C L E AP A M CE 
wi 
of 


high grade door 
made of tough, wiry, 
cocoa fibre. Practically 











indestructible—size 


YOUR STORE NAME Luggage 


All luggage reduced from 1/3 
o % for quick clearance to 
make room for the new spring 
merchandise. Now is the time 
to buy and make a real saving! 
All sale merchandise from our 


it Will Pay. You to Buy secver sr aot atoh eas 
Your ANTI FREEZE Now! —— 


$0.00 Per Gal. 
(List Items 


Why wait until you are caught with a big repair ° . 
bill? Guard against freezing to 40 degrees below With Prices) 
zero—harmless to your car—no evaporation. Buy 
now at our low price! 


YOUR STORE NAME YOUR STORE NAME 





ANTI 
FREEZE 
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Executive 


Changes, Meet- 

ings, Current 

Events in the 
Trade 











News... WEEK 












News of 
Retailers 
Jobbers and 
Manufacturers 
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HIBBARDS BUY STANDART 
STOCK 


Hibbard, Spencer, Bartlett & 
Co., Chicago, Ill., have purchased 
the entire stock of the former 
wholesale hardware firm of 
Standart Bros. Hardware Co., 
Detroit, Mich. The latter firm 
has been operating under a re- 
ceivership for the past ten 
months. It is announced that the 
purchaser does not expect to con- 
duct a general sale of any kind, 
as the stock will be moved to 
Chicago and become a part of 
the regular Hibbard stock. 





HERCULES CO. HAS NEW 
EXPERIMENT STATION 


The Hercules Powder Co., Wil- 
mington, Del., has announced the 
opening of a new research and 
experiment station near that city. 
An attractive booklet describing 
the attractive and modern station 
has been issued by the company. 
In addition to its modern facili- 
ties the station is located in a 
section affording a quiet place 
-for working without unnecessary 
disturbance. 


Most of the staff of the former 
station at Kenvil, N. J., has been 
transferred to the Wilmington 
station. In the booklet are shown 
a map of the surrounding terri- 
tory, pictures of offices, labora- 
tories and of some of the equip- 
ment used in the new branch 
station. 





TYRE BROS. PURCHASE 
STANDARD WORKS 


The Tyre Bros. Glass & Paint 
Co., 668 Townsend St., San Fran- 
cisco, Calif., has purchased the 
Standard Varnish Co. of Cali- 
fornia. After remodeling the 
plant the company will manu- 
facture paint products. 





P. E. DUNHAM 50 YEARS 
IN HARDWARE BUSINESS 


The North Side Commercial 
Club of North Lansing, Mich., 
recently honored Paul E. Dun- 
ham, pioneer hardware and im- 
plement dealer and a former 


president of the Michigan Hard- 
ware & Implement Dealers’ Asso- 
ciation, at a testimonial dinner. 
He is rounding out a career of 
fifty years in the hardware busi- 








ness and will retire on Jan. lL, 
1932. His son, E. C. Dunham, 
will assume managership of the 
company. 

Mr. Dunham was active in 
civic affairs, having served the 
city as an alderman and in other 
official capacities. 





TOOLE OPENS STORE 
IN McGEHEE, ARK. 


S. L. Toole, formerly connected 
with the City Hardware & Furni- 
ture Store, McGehee, Ark., has 
opened his own hardware and 
furniture business in that town. 
The store is in the Friedman- 
Willoughby Building. 





JOHN BEATY IS PRES., 
MEMPHIS, RETAILERS 


John A. Beaty, Beaty Bros. 
Furniture & Hardware Co., Mem- 
phis, Tenn., was elected presi- 
dent of. the Memphis Hardware 
Dealers’ Association at the orga- 
nization’s annual banquet and 
meeting. Mr. Beaty succeeded 





O. J. Pierce. Charles Church, 
Church Hardware Co., was <e- 
elected secretary-treasurer. 





L. H. ARMSTRONG BUYS 
VANCE-ARMSTRONG STORE 


L. H. Armstrong recently 
bought the business of Vance- 
Armstrong Hardware Co., Knox- 
ville, Tenn. The company was 
sold in a session of the bank- 
ruptcy court. Mr. Armstrong had 
been in the hardware business 
for 22 years, having been con- 
nected with the Lowe-Hord Hard- 
ware Co., until seven years ago. 





FRIBERG AND LIBERTY 
HARDWARE FIRMS UNITE 


Friberg Bros. Hardware Co. 
and The Liberty Hardware Co., 
of Clarkfield, Minn., have consoli- 
dated their businesses, and will 
operate as Friberg Bros. & Lar- 
son. Both firms had been in 
business in Clarkfield for many 
years, having operated under 
various owners and firm names. 





Wholesale Hardware Firms Represented 
at Motor Equipment Convention 


An increasing number of 
wholesale hardware firms inter- 
ested in the distribution of motor 
accessories and equipment at- 
tended the Second Joint. Trade 
Show of the Motor & Equipment 
Association and the National 
Standard Parts Association, The 
exhibit and convention sessions 
were held Dec. 7 to 12 at the 
Auditorium, Atlantic City, N. J. 
Both activities were well attended 
with delegates coming from all 
parts of this country and Canada. 
The jobber attendance which ‘n- 
cluded hardware wholesalers 
with motor equipment depart- 
ments and wholesalers interested 
exclusively in such lines, was re- 
ported as being much better than 
had been expected. The ex- 
hibits were attractive and prac- 
tical and many introduced new 


lines or offered new display 
ideas. 
Although wholesalers and 


manufacturers are now in sepa- 
rate organizations they will con- 
tinue to work together very 
closely on all matters of mutual 
interest. They already have gone 





36 


on record to that effect and the 
first evidence of such cooperation 
is a resolution adopted by both 
groups favoring one trade show 
in the industry for next year .o 
be conducted jointly with the 
National Standard Parts Asso- 
ciation. 

Newly elected directors of the 
Motor & Equipment Manufac- 
turers Association selected the 
following officers for the year: 
President, George L. Brunner; 
Vice-President, David Beecroft; 


Secretary, C. C. Secrist; and 
Treasurer, C. H. Burr. A. H. 
Eichholz was named General 


Manager of the Association. 

The Motor & Equipment 
Wholesalers Association will be 
headed by E. T. Satchell, who 
for the past year has served as 
President of the M.E.A. Other 
officers of the wholesalers asso- 
ciation are: Vice-President, W. 
R. Crow; Secretary, A. V. Hall; 
and Treasurer, E. R. Seager. 
B. W. Ruark was named General 
Manager and Walter C. M. 
Lawrie, Assistant General Man- 
ager. 





ILLINOIS ASS’N WILL 
DISCUSS UTILITIES 


Public utility competition and 
cooperation will be discussed 
Friday morning, Jan. 15, by the 
Illinois Retail Hardware Asso- 
ciation at its convention at the 
Hotel Sherman, Chicago, IIl. 
The theme for that day will be 
“Public Utility Competition and 
Cooperation,” according to Paul 
M. Mulliken, managing director. 

E. C. Bennett, editor Electrical 
Dealer, will be the main speaker 
at that session. He will talk 
on “Electrical Merchandising Op- 
portunities.” Following Mr. Ben- 
nett’s address there will be an 
open discussion on the subject. 
Representatives of the larger op- 
erated companies in the State 
will be in attendance to answer 
complaints that may be made. A 
representative of the public util- 
ity companies will then outline a 
plan of cooperation that they 
hope to establich. 





SUPPLY HOUSES MERGE 
AS STANDARD-SHANNON 


The Philadelphia, Pa., branch 
of the Standard Supply & Equip- 
ment Co. and the J. B. Shannon 
Hardware Co., recently combined 
to form the Standard-Shannon 
Supply Co. Officers of the com- 
pany are: President, G. A. Ker- 
baugh; vice-presidents, Vance G. 
Boyd and Albert W. Becker; 
secretary, Robert Gibson; treas- 
urer, H. M. Lowry, and assistant 
secretary and treasurer, A. Pen- 
rose Robinson. 





A. H. GAUMNITZ OPENS 
STORE IN SANDSTONE 


A. H. Gaumnitz, in the hard- 
ware business in Ogilvie, Minn., 
for a number of years has moved 
his stock and business to Sand- 
stone, Minn. 





MIDDLETOWN FIRE ARMS 
NOW C. B. STONE, INC. 
The Middletown Fire Arms & 

Specialty Co. of Middletown, 


Conn., has changed its name to 
C. B. Stone, Inc. 





JOHN FREY OPENS STORE 
IN BELLE FOURCHE, S. D. 
John Frey opened his new 


hardware store in Belle Fourche, 
S. D. Dee, 42. 











LIND TEAM LEADS 
HARDWARE BOWLERS 


. In the Chicago Hardware 
Bowling League, with the first 
round completed, the team repre- 
senting Lind Hardware Co, is 
holding a three-game advantage 
over the second place team from 
Norton-Lasier Co. and a five- 
game lead over the Oscar C. 
Rixson Club, which rests in third 
place. Their lead over the bal- 
ance of the field of nine teams 
appears substantial as the second 
round begins. 

In spite of some extremely 
warm weather encountered, not 
a few very good performances 
have been turned in. Not only 
has the Lind Hardware five per- 
formed consistently during the 
first round to establish them- 
selves in first place, but they are 
also the holders of the high 
three-game team average of 977. 

Other notable achievements in- 
clude a high team game of 1053 
set by Sargent & Co., a 698 series 
by the swift-moving George Kline 
of the Norton-Lasier Club and a 
high individual 264 game by W. 
Lindeborg of Sargent & Co. 
George Kline leads the _indi- 
vidual performers with a 190 
average, closely followed by 
Frank Klemz of Yale-Norton 
with 187, Mel Long of Yale- 
Norton with 183 and Johnny Me- 
Donald of Lind with 182. 

Play will continue each Mon- 
day evening throughout the sea- 
son for possession of The Manu- 
facturers’ Cup and other prizes. 
All games are played at Ben- 
singer-Mussey, third floor, Wa- 
bash Avenue and Congress Street, 
beginning at 8.15 p. m. 

Participating members are: 
Lind Hardware Co., Norton- 
Lasier, O. C. Rixson Co., Sargent 
& Co., Yale-Norton, W. H. Grimm 
Hardware Co., Midwest Hard- 
ware Co., Clark-Barlow, C. A. 
Barnes & Sons, Payson Mfg. Co., 
Stanley Works and _ Richards- 
Wilcox Mfg. Co. 





P. L. MAURY IS PRES., 
THE ARCO COMPANY 


The Arco Co., Cleveland, Ohio, 
manufacturers of paints, var- 
nishes, enamels and lacquers, has 
announced the election of Philip 
L. Maury as president. He suc- 
ceeds S. D. Wise, who retired as 
president. Vice-President S. D. 
Weil also retired. Mr. Wise en- 
tered the company’s employ in 
1889 as office boy and within 
twelve years was president. 

Mr. Maury has had long ex- 
perience in the paint industry. 
He lived in Cleveland when he 
was with the Sherwin-Williams 
Co., as manager of the general 
industrial railway and marine 
sales activities. Later he went to 
the Detroit Graphite Co., De- 
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troit, Mich., as vice-president and 
general sales manager. He re- 
signed that position to become 
vice-president of Valentine & Co., 
New York. Mr. Maury left that 
position to join the Arco organi- 
zation. 

RICOU HARDWARE OPENS 

FORT PIERCE BRANCH 


The Ricou Hardware Company, 
with stores at Stuart and Vero 
Beach, both in Florida, has 
opened a branch at Fort Pierce, 
Fla. Earl J. Ricou, head of the 
company, will be in charge of the 
Fort Pierce branch. The new 
branch is located at 217-219 
Orange Avenue. 





TEXAS CONVENTION 
TO BE AT SAN ANTONIO 


The thirty-fourth annual con- 
vention of the Texas Hardware & 
Implement Association will be 
held in San Antonio, according 
to Dan Scoates, secretary, of Col- 
lege Station, Tex. Convention 
dates are Jan. 19, 20 and 21, 
1932. 

This is the first time the con- 
vention has been held in San An- 
tonio for a number of years. Ap- 
proximately 1000 retail dealers, 
manufacturers and _ wholesalers 
from all sections of the State will 
attend. J. H. Ewing of Robs- 
town, president of the associa- 
tion, will preside at all the con- 
vention sessions. Nationally 
known figures in the hardware 
and implement trade circles are 
to speak. 

A large exhibit of hardware 
and kindred lines in their new- 
est and latest forms will be a 
feature. 

F. W. DEMPSEY, AGENT 
FOR MURALO CO. 


The Muralo Co., Inc., Staten 
Island, N. Y., has announced that 
F. Walter Dempsey, New York 
City, will cover the Brooklyn and 
Long Island territories formerly 
covered by Gus. Danielson. 





FERTILIZER MAKERS 
DISCUSS CONDITIONS 


Trade conditions confronting 
fertilizer manufacturers were 
discussed at a meeting Dec. 15 at 
Baltimore, Md., by fifty-eight fer- 
tilizer factory representatives 
from Maryland, Delaware, Penn- 
sylvania, Virginia, West Virginia 
and western New York, compris- 
ing district No. 3 of the National 
Fertilizer Association. Charles 
J. Brand, executive secretary and 
treasurer of the organization, out- 
lined conditions facing the fer- 
tilizer industry. 

Problems discussed included 
prices, f.o.b. plant or delivered 
cash as against time business, 
guaranteeing prices against de- 
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cline, dealer note basis of settle- 
ment on time business, earlier 
maturity dates of note covering 
time business of spring sales, re- 
duction of brands and grades, and 
adjusting of the industry to the 
development of truck transporta- 
tion. 


ST. LOUIS HONORS 75 
YEAR OLD COMPANIES 


Executives of 85 corporations 
and firms which have been in 
business in St. Louis, Mo., for 75 
years or more were honored al 
the annual meeting of the Indus- 
trial Club of St. Louis at Chase 
Hotel, Dec. 17. Among those 
honored were Beck & Corbitt 
Co., Bridge & Beach Mfg. Co., 
Charter Oak Stove & Range Co., 
Curtis Mfg. Co., Fulton Iron 
Works, C. Hager & Sons Hinge 
Mfg. Co., A. Leschen & Sons 
Wire Rope Co., Ludlow-Saylor 
Wire Co., Shapleigh Hardware 
Co., Simmons Hardware Co., 
Stupp Brothers Bridge & Iron 
Co. and Witte Hardware Co. 














REFRIGERATION BUREAU 
OPENS NEW BRANCHES 


The  pre-Christmas holiday 
period found the field force of 
the Electric Refrigeration Bureau 
extremely active in establishing 
new local bureaus and spurring 
the activities of those already 
established. Dr. G. W. Allison 
met with 37 dealers in Decatur, 
Ill., and laid the ground work 
for the formation of a bureau in 
that city. 

He visited Peoria where steps 
were taken for the immediate 
formation of a permanent organi- 
zation and the setting up of a 
bureau which will start function- 
ing by the first of the new year. 

As the result of the joint ef- 
forts of D. R. Schively, also of 
the field force, and state director 
Seiple, of New Jersey, a number 
of new bureaus in that State are 
in immediate prospect. C. E. 
Fessler will act as contact man 
with central stations and deal- 
ers’ in a number of communi- 
ties where bureaus are planned 
shortly after the first of the year. 





OBITUARY 


ROBERT A. WALKER 


Robert A. Walker, who prior 
to his partial retirement in 1924 
had been resident editor at Pitts- 
burgh for Harpware AGE, died 
at his home in Seattle, Wash., on 
Dec. 14. When he was 16 years 
of age he went into the office of 
The Iron Age at Pittsburgh. Mr. 
Walker managed The Iron Age 
office at Pittsburgh, and for 15 
years handled both the advertis- 
ing and editorial work in that 
city. From 1911 until 1920 he 
devoted himself exclusively » 109 
editorial work for The Iron Age 
and Harpware Ace. During the 
next four years he gave all his 
time to HARDWARE AGE. 





D. C. PLUMMER 

Daniel C. Plummer, former 
manager of the Chicago branch 
of the Berry Bros., Detroit, Mich., 
was killed by an auto recently. 
Mr. Plummer, who was 71 years 
of age, retired from active busi- 
ness several years ago. 





J. E. ANDREWS 


Joseph E. Andrews, 69, sales- 
man for E. C. Atkins & Co., In- 
dianapolis, Ind., died recently, 
following an illness of nearly a 
year. He was well known to the 
hardware trade throughout In- 
diana and Kentucky. For nine- 
teen years Mr, Andrews had been 
associated with the hardware 
trade as salesman for the Atkins 





organization, and would have 





been eligible for membership in 
the Atkins Pioneer Club upon 
completion of one more year’s 
service. Mrs. Andrews, a daugh- 
ter, two sisters and a brother 
survive. 





SAMUEL T. COLT 

Samuel T. Colt, 64, nephew of 
the late Col. Samuel Colt, foun- 
der of the Colt’s Patent Fire 
Arms Mfg. Co., Hartford, Conn., 
and an inspector for the com- 
pany, died as the result of being 
knocked off his bicycle by an au- 
tomobile. Mr. Colt, who died 
Dec. 18, had been with the Colt 
company for the past forty years. 





WILLIAMS S. WOLFE 


Williams S. Wolfe, for many 
years Southern representative for 
John K. Masury & Sons, New 
York City, paint manufacturers, 
died Dec. 19, following a heart 
attack. Mr. Wolfe, who was 65 
years old, resided in Baltimore, 


Md. 


GEORGE S. TRANT 
George S. Trant, vice-president 
and general manager of the Pat- 
ent Cereals Co., Geneva, N. Y., 
died in that city Dec. 18 at the 
age of 53. Mr. Trant was a 
trustee of the Geneva General 
Hospital, director of the Geneva 
Savings Bank and a past presi- 
dent of the Rotary Club. During 
the war he was a member of the 

military intelligence service. 
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H. S. 
PAINT AND VARNISH MAN.- 
UFACTURERS ASSN. 


The fifth annual convention of 
the American Paint & Varnish 
Manufacturers Association met 
at Drake Hotel, Chicago, IIl., 
Dec. 1-3. A program for the 
coming year was laid out, calling 
for putting into effect simplifica- 
tion and standardization sched- 
ules, Sept. 1, 1932. The program 
also includes: a referendum vote 
of the members of the as- 
sociation and of the National 
Paint, Oil & Varnish Asso- 
ciation as to whether joint con- 
ventions shall be resumed; 
quiry as to what, if anything, the 
association may do to study 
price-cutting rumors, unfair com- 
petition and continuation of the 
promotion and scientific work 
under the new uniform financial 
plan. William C. Dabney, Jones- 
Dabney Co., Louisville, Ky., retir- 
ing president, conducted the 
meetings. 


in- 





HORACE 8. FELTON 


Officers for the coming year 
are: Horace S. Felton, Felton, 
Sibley & Co., Philadelphia, Pa., 
president; vice-presidents, Mr. 
Dabney, and Wells Martin, Mar- 
tin Varnish Co., Chicago, IIl.; 
general manager, George V. 
Horgan, Washington, D. C.; 
treasurer, Charles J. Roh, Mur- 
phy Varnish Co., Chicago, IIL; 
secretary, Reuel W._ Elton, 
Washington, D. C., and secretary 
emeritus, George B. Heckel, Phil- 
adelphia, Pa. 

The success of the reorganiza- 
tion plan adopted at Toronto 
last year was reported on. 

Reports were presented on: 
flax development, Save the Sur- 
face, Clean Up and Paint Up as 
well as for other committees. 
Messrs. Horgan, Elton and Roh, 
reappointed or reelected to their 


FELTON HEADS 


Officers and directors were 
elected at the Dec. 11 meeting of 
The Chicago Retail Hardware 
Association at the organization’s 
quarters, 1416 Merchandise Mait, 
Chicago, Ill. L. W. Fischer is 
president, Frank J. Kozelka is 
vice-president, and W. H. Hishon, 
Calumet City, Ill., is chairman of 
the board. J. C. Amis was re- 


elected as secretary - treasurer. 
Directors elected for three-year 
terms are Roland Popken, Pop- 
ken Hardware Co., and J. R. 
Schnakenberg, George Schnaken- 
berg & Sons Hardware Co. 

Directors whose terms run for 
one year are Bruno Poch and 
Herbert Woolley. Directors whose 
terms run for two years or more 





NATIONAL AUTO SHOWS 
IN CHICAGO AND N. Y. 


The thirty-second National Ap- 
tomobile Show will be held at 
Grand Central Palace, New York 
City, Jan. 9 to 16, while the Chi- 
cago display at the Coliseum will 
be two weeks later. Both pas- 
senger and commercial vehicles 
will be on display. Many six 
cylinder commercial cars will be 
on display as well as some eight 
cylinder models, in both heavy 
duty and light duty models. 
There will also be some new 
model six-wheeler trucks, per- 
mitting the carrying of heavy 
payloads, without conflicting 
with State highway laws as to 
loads, according to the show of- 
ficials. 

Balloon tires appear on some 
of the 1932 models, in both light 
and heavy duty vehicles. While 
improvements have been made in 
the “standard bodies,” there wil! 
also be special or vocationalized 
models on display as well. Jo 
eliminate driver discomfort and 
fatigue there are some new and 
improved cabs, weather proofed 
and insulated, Air brakes and 
improved mechanical brakes with 
large brake surfaces are also 
features of some of the new 
models. Though some _ trucks 
have the three forward speeds, 
there also are models with 5, 
7, 8 and 12 speeds, generally de- 
signed for special hauling. 





ARCHERS CO. BOUGHT 
BY HORTON MFG. CO. 


The Archers Co., Pinehurst, 
N. C., manufacturers of archery 
equipment, is now a subsidiary 
of The Horton Mfg. Co., Bristol, 
Conn., makers of fishing tackle 
and steel golf shafts. Carl G. 
Thompson, tournament archer, a 
ormer national champion and au- 


| W. 


is in charge of operations of the 
Horton subsidiary. Russel] 
Hoogerhyde, also a former na- 
tional champion, has charge of 
the company’s test range at Pine- 
hurst, N. C. 

The company recently pub- 
lished an informative book, of- 
fered to established dealers han- 
dling sporting goods, in which 
important points of the game are 
pictured and described. 


MANHATTAN, BRONX 
DEALERS MEETING 


The Hardware & Supply Deal- 
ers Association of Manhattan 
and Bronx Boroughs, New York 
City, met Dec. 8 at the Hotel 
Prince George. The meeting was 
a regular business session, fol- 
lowed by discussions of trade 
conditions, etc. 


MRS. CLARA JANIS WITH 
VANDY ORGANIZATION 


Edward A. Vandy, 14105 Mer- 
chandise Mart, Chicago, IIl., an- 
nounces that Mrs, Clara Janis, 
formerly with the United States 
Stamping Co., is now associated 
with his organization. 


L. IWAN PURCHASES 
IWAN BROS. BUSINESS 


W. L. Iwan has purchased 
from the estate of the late J. H. 
Iwan the interests in the busi- 
ness of Iwan Bros., South Bend, 
Ind., formerly held by his part- 
ner. The firm will, until further 
notice, continue operation under 
the name of Iwan Bros. . Produc- 








offices, gave their reports. 
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thority on all angles of the sport, 






L. W. FISCHER IS PRESIDENT CHICAGO ASSOCIATION 


are J. D. Mandelbaum and Frank 
Horky. 

Photo shows, left to right, 
Messrs. Fischer, Kozelka, Amis, 
Hishon, Popken, Schnakenberg, 
Poch and Horky. 

At the meeting the annual re- 
port of the association was read 
and showed a prosperous year. 


BUREAU COMPILES DATA 
ON ORGANIZATIONS 
(From Our Washington Bureau) 

The latest compilation of 
“Commercial and Industrial Or- 
ganizations of the United States,” 
just released by the Department 
of Commerce, contains the names 
of more than 19,000 organiza- 
tions. They consist of more than 
2600 national and interstate or- 
ganizations, more than 3000 state 
and territorial and 13,600 local 
organizations. This represents an 
increase of about 45 per cent 
over the previous edition, issued 
in 1929. This is held to be par- 
ticularly remarkable when it is 
considered that a large number 
of associations have disbanded 
or merged during the past two 
years. This increase, according 
to the Department of Commerce, 
probably represents a more nearly 
complete listing rather than an 
actual increase in the number of 
organizations operating, though 
this has been a_ considerable 
factor. 

Cépies of the publication are 
available at 85c. each from any 
of the district offices of the Bu- 
reau of Foreign and Domestic 
Commerce or from the Superin- 
tendent of Documents, Govern- 
ment Printing Office. 





DUNLAP-PEELER STORE 

TO BE REMODELED 
Dunlap-Peeler Hardware Co. 
will repair and remodel its build- 
ing at Cherry Street and Broad- 
way, Macon, Ga. 





BOYCE & KIRCHMIER 
IN ENLARGED QUARTERS 


Boyce & Kirchmier, hardware, 
coal and wood dealers of Ports- 
mouth, Va., recently remodeled 
and rebuilt their quarters at 





tion is again in swing. 


Broad and Glasgow Streets. 
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Basic Business Indieators for Week Ended Dee. 12 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


The charts of the twenty-one business indicators reproduced below as compared with those for the preceding week reflect 
upward trends in six instances and downward tendencies in eight graphs while seven remain unchanged. Bond prices have 
declined to a new low for the depression. One encouraging feature is that fewer business failures occurred than during the 
corresponding week of last year. Bank debits have not shown the increase customary at this period of the year. Most current 
fluctuation, it will be noted, is in the nature of fractional changes, indicating that an irregular general trend still prevails. 
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Generat Marker News 


OF THE WEEK 








Holiday Volume 
Reaches Peak 


New York, Dec. 23.—The 
last minute rush for holiday 
hardware items proved rather dis- 
appointing in most of the princi- 
pal market centers, and sales 
which reached their peak during 
the past week, did not equal those 
recorded in the same period of 
last year. The disparity between 
the figures was not great, how- 
ever, and most moderate priced 
Christmas items enjoyed a fairly 
active demand. Most staple lines 
are currently moving in moderate 
volume, while mild weather con- 
tinues to retard the demand for 
seasonal lines. It is believed that 
the inventory period in ihe im- 
mediate offing will disclose in- 
adequate retail stocks and that a 
good volume of replenishment 
orders will result. 

Considering the adverse busi- 
ness situation prevailing during 
the year now drawing to a close, 
it is apparent that the hardware 
industry has weathered the past 
twelve months with less difficulty 
than has been the rule. The out- 
look for 1932 is considered fairly 
promising. Stocks are unusually 
light and are in liquid condition. 
Prices reflect a greater degree of 
stability. It is the consensus of 
opinion that most price declines 
that have appeared probable, due 
to lower wage and material costs 
have already become effective. 
Economies have been effected in 
operating expenses. As a con- 
sequence of the readjustments it 
is thought that the industry will 
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enter the new year in better shape 
to cope with prevailing -condi- 
tions. 

The credit situation has im- 
proved slightly and collections 
are expected to reflect further 
betterment after Jan. 1. 


National Credit Corporation 
Hailed as Beneficial 
Development 


Reports from many sources indicate 
that the National Credit Corporation is 
exerting a beneficial influence upon the 
general business situation. A well in- 
formed mid-western wholesale hard- 
ware executive in commenting upon this 
factor says: “It is certain that the Na- 
tional Credit Corporation is proving a 
great aid to banking, and that the 
psychological effect on finance as a 
result has been distinctly good. The 
organization seems to be operating so 
effectively that funds are moving 
promptly to the places needed, and de- 
lay and red tape seem to have been 
reduced to the minimum. If Congress 
supports President Hoover’s proposals, 
discussed in his message and previously 
intimated, with considerable favorable 
reaction, relief is promised to corpora- 
tions and other business firms which 
have been unduly hit by the depres- 
sion, and which need steadying.” 

Upon this same topic, the current 
monthly review of the National Asso- 
ciation of Credit Men has the following 
to say: “The formation of the National 
Credit Corporation, however, has def- 
initely improved the state of mind with 
respect to the appraisal of the outlook 
in business and finance. There can be 
no real business stability nor progress 
without an adequate banking and 
financial foundation. Consequently the 
appraisal of the banking situation in 
even moderately better terms becomes 
of considerable importance. To be 
sure, banking must still contend with 
many disturbing impulses, but the 
panicky situation which existed for a 
number of weeks seems to have sub- 


sided materially, and statistical in- 
formation definitely indicates that the 
hoarding of money has been checked.” 


Standard Statistics Co. 
Forecasts Building Trend 


The Standard Statistics Co., New 
York City, in forecasting the building 
trend, sums up the construction out- 
look in the following manner: 

“The building industry is so thor- 
oughly depressed at present that prac- 
tically the only hope for revival dur- 
ing the medium term future rests upon 
the successful application of one or 
more of the various proposals for leg- 
islation,~as well as a more thorough 
deflation of costs through a downward 
adjustment of wages. Congress is be- 
ing called upon to provide banking fa- 
cilities for the discount of real estate 
mortgage paper, with a view to thaw- 
ing out the frozen credit which now ties 
the hands of building operators and 
frightens new capital away from this 
field. 


“Aside from legislative prospects and 
the possibility of wage reductions, the 
outlook for the early part of 1932 is 
distinctly unfavorable. With construc- 
tion contract awards currently at the 
lowest fall level recorded within a dec- 
ade, and with three winter months 
ahead, the industry can scarcely do 
otherwise than continue the decline. 
The recession should be checked some 
time next spring, but nothing better 
than a period of stabilization, on an 
exceedingly low plane, can be antici- 
pated for the first half of 1932, at least. 
Because of the present oversupply sit- 
uation in the residential, commercial 
and factory branches of the industry, 
even the materialization of favorable 
legislation and lower costs could be ex- 
pected to induce no more than a grad- 
ual expansion of new construction. 
Earnings of those companies operating 
in the various building materials’ fields 
are of extremely slight proportions, 
and substantial improvement probably 
will be delayed considerably beyond the 
inception of general business recovery.” 
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Eighty Million Lamps Were 
Used on Christmas Trees 
Last Year 


Last Christmas 80,000,000 lamps 
were used to decorate Christmas trees. 
This was ten million more than were 
lighted for the visit of old Kris Kringle 
in the preceding year and. was more 
than double the year’s output of flash- 
light bulbs of every description. In 
the miniature lamp field the automobile 
headlight bulb still leads with an out- 
put of 132,000,000 in 1930. 

The increase in the production of 
Christmas tree lamps indicates that the 
old-fashioned candle as an Xmas tree 
decoration is almost a thing of the past, 
although real candles are gaining in 
public favor as decorative accessories 
at festive repasts. 





Recent Estimate Reveals ’31 
Radio Output Sharply Lower 


It is now estimated that approxi- 
mately 2,500,000 radio sets will be pro- 
duced and sold in the current year, 
compared with 3,800,000 units in 1930, 
and 4,400,000 in 1929, says the Stand- 
ard Statistics Company, of New York, 
in a current survey which continues in 
part: “As a result of the existing low 
level of demand, prices for sets have 
been substantially reduced, and it is 
indicated that the dollar value of radio 
sets sold this year will be more than 
50 per cent below that recorded in 
1930.” 





Prepared Roofing Shipments 
Declined in 10 Month Period 


Shipments of prepared roofing, in- 
cluding both rolls and shingles declined 
sharply during the first ten months of 
the current year, according to data just 
released by the Bureau of Census and 
based upon figures supplied by 40 
manufacturers, comprising practically 
the entire industry. 

Shipments in the first ten months of 
the current year totaled 19,821,884 
squares, as compared with 25,263,938 
squares in the corresponding period of 
1930 and 35,499,641 squares in the like 
period of 1929. 





October Paint Sales Show 
Drop from Preceding Month 


Statistics reported by the Department 
of Commerce put October paint, var- 
nish and lacquer sales at $20,764,464, 
as against $26,578,618 a year ago and 
$35,915,894 in 1929. For the first ten 
months of the year the total paint, 
lacquer and varnish sales equaled 
$248,486,466, as compared with $311, 
804,811 and $384,730,420 in 1930 and 
1929. 
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Sales of pigments, paste paints, 
ready mixed paints and varnish as re- 
ported by 211 establishments, for Octo- 
ber totaled $5,384,638, as compared 
with $5,670,046 in the preceding month. 

The greatest falling off has been in 
industrial sales, reflecting the lesser 
construction program during 1931. 





Production of Babbitt Metal 
Drops in Ten Month Period 


Production of babbitt metal in the 
first ten months of 1931, as reported 
to the Bureau of Census by 43 manu- 
facturers producing an estimated 62 
per cent of the United States output, 
made for sale, reflects a rather drastic 
drop as contrasted with the same 
period of the two preceding years. 

Total production for the period men- 
tioned this year totaled 22,911,731 Ib., 
as compared with 37,951,312 lb. in the 
corresponding period of 1930 and 
60,376,272 lb. in the same ten months 
of 1929. 


N. Y. Merchants Assn. 
Sees Business Bright Spots 


Summarizing some of the favorable 
business items that were published dur- 
ing the month of November, the Mer- 
chants’ Association of New York, re- 
cently sent its six thousand members a 
bulletin commenting upon the business 
trend. 

The bulletin was prepared by order 
of the association’s board of directors 
and was accompanied by the explana- 
tion that the article was not in any 
sense an analysis of business condi- 
tions, but was instead a summation of 
the bright spots that have recently ap- 
peared in the news, “presented in the 
belief that it would help us all to focus 
our attention on optimism rather than 
on pessimism,” the article says in brief: 

“Prediction of optimistic forecasters 
have given way to factual reports pub- 
lished by the newspapers telling of the 
improvement in many parts of the 
country. Business leaders today seem 
to be in agreement that confidence is 





reviving. The feeling is decidedly bet-— 


ter. 


Rubberset Co. Issues 
Guarantee Against Paint 
Brush Declines 


The Rubberset Co., Newark, N. J., 
in conjunction with the issuance of its 
1931-32 paint brush catalog and price 
list, has advised the trade that prices 
quoted are guaranteed against decline 
until July 1, 1932. The guarantee ap- 
plies only to the brushes actually in 
stock at the time of such decline and 
which were purchased after Nov. 9. 

In connection with the announce- 
ment, the company stresses the fact 
that it does not guarantee that its 
prices will not be higher during that 
period, and attention is called to de- 
velopments which indicate that an ad- 
vancing price trend is highly probable 
in the near future. 

Some of the factors mentioned as in- 
dicating an advancing trend are: ad- 
vances in foreign exchange with China, 
which has increased the price of silver 
40 per cent over the low price of the 
year, coupled with the recent floods 
and warlike sentiment prevailing in 
China, which supplies a large share 
of the bristles used in brush manufac- 
ture. It is also pointed out that En- 
gland is buying Chinese bristle from 
sources within the United States, be- 
cause it is cheaper in this country than 
in China at the present time. 





Enameled Utensil Shipments 
Show Decline from Year Ago 


Shipments of enameled sheet-metal 
ware of the utensil type, as reported 
to the Bureau of Census by 15 manu- 
facturers, representing approximately 
80 per zent of the industry, declined 
in the first ten months of 1931 as com- 
pared with the like period of 1930. 
During this period of this year, ship- 
ments aggregated 2,709,569 dozen, 
valued at $9,685,590, and having an 
average value of $3.57 per dozen. In 
the same period of 1930 shipments 
totaled 3,012,366 dozen, valued at $11,- 
634,595, having an average value of 
$3.86 per dozen. 





Earle Hardware Mfg. Co. 
Advances Prices On Rim 
Locks and Knobs 


Effective Jan. 2, the Earle Hardware 
Mfg. Co., Reading, Pa., will institute 
the following dealer prices, which re- 


Rim Locks Only 100 Upright 


Rim Locks Only 200 Horizontal ..........+.--. 
Pottery Door Knobs MR 22 (Mineral) ......... 


Pottery Door Knobs PR 22 (Porcelain) 
Pottery Door Knobs JR 22 (Jet) 


Steel Jap. Door Knobs 52%4J..........++%: Beets 
Rim Lock Sets 100M, 100P or 100J ........... 


Rim Lock Sets 200M, 200P or 200J 


Rim Lock Sets 100 x 52%4J or 200 x 52%J.... 


flect advances, on rim locks and knobs. 

The company has advised the trade 
that no orders will be accepted at 
present prices for shipment later than 
Jan. 15, 1932, and that the prices here 
quoted are based on shipment f.o.b 
Reading, Pa., with no freight allowance. 


Dealers 

$1.65 Dz. 

1.65 Dz. 

1.30 Dz. Pr. 
1.30 Dz. Pr. 
1.30 Dz. Pr. 
1.30 Dz. Pr. 
2.50 Dz. Set 
2.50 Dz. Set 
2.50 Dz. Set 












 CHICAG 


(Chicago office of HARDWARE AGE) 
Cuicaco, Dec. 22. 


HE approaching close of 1931 
will bring the annual inventory 
season for the great majority of 
hardware wholesalers and retailers. It 
seems certain that these merchandise 
stocks will be found in generally clean 
and wholesome condition. Even the 
slower firms to start the mark-down 
and clean-out processes recently so 
necessary, have mostly accomplished 
that unpleasant job. Probably the 
greater criticism which supplies on 
hand Jan. 1, 1932, may deserve will 
be due to their incompleteness. Ex- 
cessive timidity or conservatism has 
made many bad holes in retail stocks, 
which are even now curtailing dealers’ 
sales volume on holiday goods and 
winter necessities. 


RETAIL PRICING 


It will be greatly comforting to feel 
that all serious losses by inventory de- 
preciation are in the past, and that 
the new year may be faced with mer- 
chandise from which most of the 
“water” has been squeezed out. This 
can only be fully accomplished by the 
lowest pricing of stocks on hand when 
inventories are taken. An essential of 
conservative management and safe ac- 
counting is the ruthless abandonment 
of all higher valuations which goods 
on hand may have actually cost, and 
the repricing at today’s lowest avail- 
able replacement figures. Half a 
dozen hammers left over—bought in 
March at $12, if the market price 
went to $10 in June and has now 
dropped to $8, are today worth not 
$12, nor $10, but $8. This ABC of 
accounting seems frequently  over- 
looked, not only in establishing costs 
in the retail store, but in marking 


LOS ANGELES 


Los ANGELES, Dec. 22. 

TASTISTICAL records for No- 
~ vember indicate stability in most 

major industrial lines, although 
they do not continue the upward trend 
made in October. It could hardly be 
expected, however, that each successive 
month would show improvement in the 
same proportion for some little time to 
come. 


EMPLOYMENT GAINS 


Of prime interest is the gain of 
nearly three points which the Indus- 
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resale prices—and goods will not sell 
nowadays priced up on obsolete high 
costs. 


HOLIDAY SHOPPING 


Apparently the crowds of retail 
shoppers are not greatly diminished 
this December, from the usual throngs 
of holiday buyers in normal years. 
Dealers who were slow in their holi- 
day buying are frequently pinched in 
obtaining last minute supplies. Com- 
ment is so general as to seem trite, 
that people are shopping longer now 
before buying, are more critical of 
values, and are leaning to practicality 
in their selections. The “exclusive” 
stores whose pricings are padded with 
a little extra mark-up, to cash in upon 
Yuletide generosity, seem to have slim 
and exclusive patronage. The stores 
frankly playing up bargains and wide 
range of selection have been uncom- 
fortably crowded with shoppers and 
buyers for two or three weeks past. 
It is extremely doubtful, however, that 
the gain is of full seasonal proportions, 
and total dollar volume of holiday trade 
is expected to fall 10 per cent to 15 
per cent below that of last year, ac- 
cording to estimates of leading depart- 
ment store executives. 


PRICE AND NEWS NOTES 


This season has been rather good 
for late sales of stove pipe and el- 
bows. Early demand was highly dis- 
appointing, but refill orders from 
dealers have brought totals about up 
to normal 6n the 28 and 30 gage 
qualities. Volume has suffered on the 
more expensive grades. Manufactur- 
ers feel that prices for the 1932 season 
on pipe and elbows will be unchanged 
from those of 1931. 

- On account of the open weather here 
there has been an unusual demand 





trial Employment Index showed for 
November, bringing the figures nearly 
up to that of a year ago. In line with 
this are the reports of most of the 
major industries in Los Angeles, which 
report factories working on normal 
hours: and personnel for this season 
of the year. 


BUILDING PERMITS 
Building permits returned a low 
figure for the month, with a total that 
was below any other month this year. 
Postal receipts were also down, while 


Stocks in Better Shape for 1932; 
Era of Depreciation Appears Past 


for wagons and velocipedes. Many 
dealers, however, realize they must 
have sleds and ice skates for the 
eventual Chicago winter season, and 
orders are coming in quite freely for 
these items. 

There seems to be a growing demand 
for games, -not only for children, but 
also for adults. Many dealers are find- 
ing these a profitable line and a quick 
mover. 

Increasing importance is being at- 
tached .to the news of an impending 
advance in alcohol Jan. 1. It is rumored 
that this increase in price may amount 
to as much as 10c. per gallon. Should 
this condition materialize, dealers’ 
stocks, if kept up liberally, would ap- 
preciate considerably in value for the 
later winter selling. 

The condition of the manila and sisal 
rope and cordage industry is well ex- 
emplified by the recently announced 
report of one of the largest makers for 
the year ending Sept. 30. The com- 
pany reported a net profit of $24,857 
as compared with the net of a year 
ago of $287,508. Commenting on the 
report, this manufacturer makes the 
interesting statements that Mexican 
sisal is at the lowest price in 70 years, 
Java and African sisal at the lowest 
price in 20 years, and manila fiber 
at the lowest price since 1898, except- 
ing a few temporary dips in 1910-1911. 

No changes are reported, with very 
quiet business on the tool lines. There 
has been a less than normal sale on 
axes due largely to the excess of warm 
weather in most areas during the sea- 
son thus far. 

Demand is looking a little better on 
the higher-priced electrical appliances. 
There are an unusual number of last- 
minute orders coming in. Electrical 
mixers and novelty lamps are among 
the leading gainers in sales volume. 


Business Trend Reflects Stability ; 
Employment Index Shows Gain 


stock exchange transactions and bank 
debits, reflecting the financial sluggish- 
ness noticeable all over the country, 
were low. 


TRADE CONDITIONS 


Reports of retail and wholesale trade 
conditions for the Twelfth District in- 
dicated a general decrease in trade. 


AGRICULTURE 


' While aggregate returns in agricul- 
tural lines for the year are showing 
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up rather poor, the general tenor 
among California growers is better 
than in most lines of economic activity, 








and an optimistic outlook for 1932 is 
evident. Livestock conditions showed 
a tendency to improve toward the latter 





Pacific Northwest 


Trade in All Lines Shows Curtailment; Colder 
Weather Is Hopeful Feature in Situation 


(By HARDWARE AGE Special Correspondent) 
SEATTLE, Dec. 22. 


ONDITIONS in the hardware in- 
C dustry of the Pacific Northwest 

are a reflection of business con- 
ditions generally in the district, a de- 
cline in trade activities in practically 
all lines being noted during October. 
The condition of the lumber industry, 
which comes closest home to Seattle 
and western Washington, gives an idea 
of the general business situation. 


LUMBER INDUSTRY 


Softwood lumber orders reported to 
the National Lumber Manufacturers 
Association for the week ended Nov. 
28 by 566 mills totaled approximately 
128,000,000 ft.; shipments, 124,000,000 
ft.; production 107,000,000 ft. The 
next week’s production of 449 mills 
totaled approximately 99,000,000 ft. 
against 161,000,000 ft. in the corre- 
sponding week one year ago; ship- 
ments, 115,000,000 ft. compared with 
186,000,000 ft.; orders, 119,000,000 it: 


(By HarpwakE AGE Special Correspondent) 


Kansas City, Dec. 22. 


HINGS are looking up a bit in 
Kansas City and its immediate 
trade radius due to the mild 
weather which is permitting building 
projects to proceed. The new United 
States post office is under construction; 
ground is being graded for the new 
convention auditorium, and the site has 
been selected for the new three and 
one-half million dollar court house 
which will be the tallest building in 
the State of Missouri. These projects 
are being pushed at this time in order 
to make buyers out of unemployed peo- 
ple and already are contributing to the 
generally better morale among cus- 
tomers. 


WIRE PRODUCTS ADVANCE 

Price advances are announced for 
Dec. 14 on nails and fence. Nails are 
up 10c. a hundred and fence $1 a 
ton. Barbed wire and smooth wire 
also advanced 10c. a hundred. This 
is the first indication of real stabiliza- 
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as against 181,000,000 ft. Lumber yards 
have curtailed their inventories to the 
point where any moderate demand 
would sweep them clean. 


SEASONAL GOODS 


The advent of rain and cold weather 
has slightly stimulated business in 
stoves, gas heaters, fireplace accesso- 
ries, stove pipe, elbows and other sea- 
sonal items. This is a very recent de- 
velopment, as the arrival of cold 
weather was unusually late this year. 
Despite this encouraging factor, activity 
in both wholesale and retail hardware 
circles is probably slower than in many 
months. 


PRICE TREND 


Few price changes have been made 
during recent weeks, however, the only 
recent change of consequence being on 
Stanley tools. Planes and braces have 
been reduced from 5 to 10 per cent. 








part of the month. Water commerce 
showed an increase in valuation of a 
million dollars over November, 1930. 


These reductions have been met by 
Pexto on corresponding lines. 


OCT. WHOLESALE SALES 


The October decline in wholesale 


hardware net sales in the Twelfth 
Federal Reserve District was even more 
pronounced in the Northwest than else- 
where in the district. Wholesale hard- 
ware net sales for October, as com- 
pared with September, showed a 12 per 
cent decrease in the Portland market 
and a 10.9 per cent decrease in Seattle. 
The decline in western Washington as 
a whole was 7.4 per cent. The signifi- 
cance of these figures is realized when 
they are compared with the decline in 
the San Francisco market, which was 
2.6 per cent, and Southern California, 
which was 1.7 during October as com- 
pared with September. 

The percentage of decrease in whole- 
sale hardware net sales during October, 
1931, compared with October, 1930, 
was for Portland 29.2 per cent; Seattle, 
37.4 per cent and western Washington, 
34.8 per cent. The decrease in net 
sales during the first ten months of 
1931 as compared with the same period 
of 1930, was for Portland, 26.7 per 
cent; for Seattle, 33.3 per cent, and 
for western Washington, 31.7 per cent. 


KANSAS CITY 


Mild Weather Favors Construction; 
Some Farm Supplies Are Active 


tion in wire products for the last 
several years. 


HORSE STAGES COME-BACK 


Some business is being recorded in 
harness and more is looked for. This 
past season was a great one for binder 
twine, which indicated the use of 
binders rather than combines. More 
horses were employed, and now there 
is still further indication of horse usage 
in the way harness is beginning to 
move. The harness business is largely 
a wholesale-retail function these days, 
as many manufacturers who formerly 
sold direct have gone out of business 
due to decreasing demand. It follows 
that the demand can now be handled 


by the retail dealer through his jobber 
better than in apy other way. A good 
substantial work harness is now listed 
at from $45 to $55, which is consider- 
ably cheaper than has been the rule. 


RAINS RETARD TRADE 


Business has been slowed up in some 
parts of the territory like Missouri, 
Kansas and parts of Oklahoma. The 
roads have been exceedingly bad due 
to prevailing wet weather in some of 
those regions, so bad, in fact, that it has 
been impossible for people to get to 
town or for dealers to get out of town. 
About 50 per cent of Missouri’s corn 
crop is still in the fields. Bad weather 
conditions also have slowed collections. 
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FARM SUPPLIES 


One of the most promising things 
just now is poultry equipment. Nearly 
all wholesalers are optimistic over the 
outlook in this direction, pointing out 
that while feeds are very cheap, poultry 
products are getting higher all the the 
time. A similar situation obtains is 
what is termed “hog furniture.” Due 
to the price of feeds, much feeding is 
being done which stimulates the rais- 
ing of pigs. The relatively low price 


CLEVELAND 


(Cleveland Office of HARDWARE AGE) 


CLEVELAND, Dec. 22. 


OLIDAY- merchandise has 
H moved fairly well and the de- 

mand for this is now virtually 
over except a few last minute strag- 
gling orders. However, the usual rush 
of late buying was not in evidence. 
Electric kitchen appliances . were in 
better demand than other lines of 
Christmas goods, showing a tendency 
among gift buyers for utility articles. 
Newer types of electric appliances such 
as casseroles, food mixers and egg 
cookers were in surprisingly good de- 
mand. Business in electric trains was 
good with the call largely for the higher 
priced units. Christmas tree outfits and 
decorations also moved well. Sales of 
electric clocks were heavy. Orders for 
cutlery were fair. Demand for radic 
equipment was confined largely to the 
midget sets, for which the demand 
was good. Tool kits also sold well. 
Orders for holiday goods, the demand 
for which is affected more or less by 
weather conditions, such as skates and 
sleds, were rather light, this being 
due largely to the lighter weather and 
the absence of snows and ice so far 
this season. 


NOV. WHOLESALE SALES 


Sales by jobbers in the Fourth 
Federal Reserve Bank district includ- 
ing Cleveland and Pittsburgh, during 
November were 22.8 per cent less than 
in the same month last year, as shown 
by reports of 15 jobbing houses. 
November sales fell off 11.5 per cent 
as compared with October. Business 
done by jobbers in this district from 
January to November inclusive fell off 
22.2 per cent as compared with the 
same period last year. Two jobbers 
reported their November sales better 
than during the same month last year. 


PRICE CHANGES 


Few price changes are reported and 
price irregularities are less in evidence 
than a few weeks ago. Manufacturers 
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of swine make it imperative that the 
farmer get the last dollar’s worth of 
value out of his animal, so he acquires 
the latest items in feeders, oilers and 
waterers, looking to that end. 


HOLIDAY GOODS 


Holiday trade, generally, has been 
rather mild, but in the orders received 
a large variety of things have been 
specified on single orders, indicating 
that stocks on such things are low. 





of cotton gloves have advised the trade 
that they will take future orders for 
only the first two months of next year. 
Usually they sell for a six months’ 
period. Present prices of cotton gloves 
are regarded as very low and the re- 
fusal of makers to sell for more than 
60 days delivery is taken to mean that 
they do not want to be tied up with 
low priced orders should change in 
market conditions result in better 
prices. Turpentine has shown a rather 
steady decline recently and is now 
quoted at 57c. per gal. for 50-gal. 
drums. A tire manufacturer who sells 
largely through the hardware trade 
has followed the recent price decline 
by reducing 6-ply casings 6 to 10 per 
cent, not changing prices on 4-ply tires, 
which had previously been reduced. 
The advance of 5c. per keg on nails 
recently announced by manufacturers 
for the first quarter is not likely to be 
reflected in higher prices for nails for 
stock for some time, as jobbers will be 
able to order for stock at old prices 
up to Dec. 31. However, the higher 


A lot of last-minute business before 
Christmas is looked for, and jobbers 
are planning on taking care of it. 
Some few factories manufacturing holi- 
day items have had some rather un- 
usual experiences recently. After mak- 
ing plans to cut down production, they 
have received so many hurry-up orders 
that they have, in instances, had to 
rescind their plans and operate on 
hurriedly arranged production sched- 
ules. 


Holiday Volume Rather Light; 
Few Price Changes Noted 


prices on nails and other wire products 
for mill shipment will become effective 
Jan. 1. 


BUILDING WAGES CUT 


Union carpenters in Cleveland have 
voluntarily accepted a wage reduction 
of 25c. an hour or from $11 to $9 per 
day, and other trades in the building 
field are expected to agree to lower 
wages. These reductions, it is believed, 
will help considerably in encouraging 
the starting of building work in the 
early spring. Industrial conditions 
generally in this territory show little 
change. While some of the metal- 
working plants making automotive 
parts are busier than they were a few 
weeks ago, the delay of the Ford 
Motor Co. in getting under production 
is retarding increased operations in 
various factories that make motor car 
parts. 

There is little or no change in the 
credit situation. Collections are still 
quite poor. 





TWIN CITIES 


Weather Turn Stimulates Demand; 
Holiday Business Equals Last Year’s 


(Minneapolis office of HARDWARE AGE) 
Minneapous, Dec. 22. 
OLDER temperatures have def- 
C initely arrived in the territory 
tributary to the Twin Cities, and 
this brings a better demand for skates 
and snow sports items. Sleds and 
toboggans are beginning to sell in the 
sections where snow warrants their use. 
Tube skates prove to be the leading 
favorities in their line. In the immedi- 
ate vicinity of the Twin Cities, the lakes 
were not ready for skating until within 
the week, and very few municipal rinks 
were open. 


RADIO DEMAND 


In the radio line the midget sets are 
prime favorites, and are leading the 
sales by a big margin, as far as the 
number of sets is concerned. Retailers 
are making special efforts to encourage 
the replacing of tubes in sets of two 
years or more in service, and they are 
making some progress, although tubes 
are being offered at greatly reduced 
prices by some retail outlets. 


ELECTRIC ITEMS 


A comparatively new item in the 
electrical line which has won popular 
favor is the electric clock. While they 
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have been on the market a number of 
years, they are now being produced in 
quantities and of a class which can be 
offered at popular prices. Many deal- 
ers are finding that they make a good 
lead item for attracting trade for other 
lines of merchandise. The tendency in 
the modern home is toward increased 
number of electrical outlets, and the 
use of a greater variety of electrical 
appliances. Waffle irons, toasters, 
grills and cigar lighters are a few of 
the items. 


PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PirtspurGH, Dec. 22. 

OLIDAY business has developed 

in fair volume during the last 

week, but is rather spotty in 
character. In the immediate Pitts- 
burgh district retailers’ sales have aver- 
aged fairly well, but in many of the 
mill and mining towns of the vicinity 
where unemployment is pronounced 
aggregate business is very disappoint 
ing. As a whole, however, unit sales 
of most dealers in the district are com- 
paring favorably with last year, even 
though the dollar volume is substan- 
tially lower. As had been expected, 
strictly utilitarian articles are in the 
greatest demand, with electric appli- 
ances far up on the list. Christmas 
tree holders and kindred products have 
been active, and retailers handling card 





(Boston office of HARDWARE AGE) 
Boston, Dec. 22. 


HE final splurge of holiday buy- 

ing is in progress. Sleds, boy- 

cycles, bicycles, ice skates, hockey 
sticks, skis, snowshoes, toys, glass 
cooking ware and all of the many other 
things in the category of holiday mer- 
chandise have been and are moving 
out of wholesale stocks quite rapidly, 
making it necessary for packing and 
shipping departments to work far into 
the night. Wholesale houses are con- 
fident that their carryover of toys this 
season will be exceptionally small. In 
connection with the sale of electric 
clocks it is interesting to note that 
the cheaper numbers are far outstrip- 
ping the expensive makes. 

Recent cold weather, together with 
snow in certain parts of New England, 
have bolstered up demand for snow 
shovels, snow pushers, sidewalk clean- 
ers, electric and oil heaters, storm win- 
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BOSTON 


HOLIDAY TRADE 


A survey of the activity in the store 
of the larger trade centers seems to 
indicate that the public is doing the 
average amount of holiday shopping, 
with the possibility that the purchases 
of the individual are smaller than last 
year. However, the statement has been 
made that the retail sales totals up to 
the last estimate available, compare 
very favorably with those of last year, 
and in some instances are ahead in 





tables and other card playing supplies 
have reported a much better business 
than usual in this line. 


PRICE REVISIONS 


Reductions in the leading numbers 
of planes have been announced by the 
Stanley Rule & Level Co. Readjust- 
ments have been made on a few other 
items in the Stanley line. Wire nail 
prices will be advanced to $2.35 a keg 
after Jan. 1, and other wire products go 
up accordingly. The Heppenstall Co.. 
Pittsburgh, has placed a new line of 
razor blades on the market called 
Hardtem, which are priced by jobbers 
at $7.20 per card of 20 sets of five 
blades each. Price changes in the line 
of painting ingredients include a re- 
duction to 84%c. a lb. in barrel lots on 
linseed oil, while turpentine is un- 





dow and door, as well as stove and 
furnace accessories. 


STAPLE GOODS QUIETER 


As may be expected at this time of 
the year when interest centers in holi- 
day merchandise, the movement of 
standard hardware store items such as 
nails, wood screws, carpenters’ tools, 
etc., out of wholesale stocks is less 
active. It is believed that retail stocks 
of such things are below normal, and 
that following inventory taking the 
trade will be obliged to replenish 
stocks. 

Despite the season, quite a few re- 
tailers are placing orders for goods 
that will be required next year, recent 
wholesale bookings of screen cloth and 
poultry wire having been especially 
gratifying. 


VOLUME AND DOLLARS 


It is also generally felt that 1931 
wholesale sales will show a very comfort- 


Industries 





dollars and cents totals, and naturally 
in tonnage. 


COLLECTIONS 


Collections are still difficult, due 
partly to the fact that after the first 
advances on livestock and grains, there 
was a lull, and prices are at rather a 
low point again. The farmers are still 
holding their crops, and feeding their 
marketable cattle, with the hope that 
prices will advance in the near future. 


Late Holiday Trade Termed Fair; 


in Year-End Lull 


changed at 48c. a gal. in barrel lots, 
and white lead at 13.25c. a lb. 


INDUSTRIAL CONDITIONS 


Industrial conditions in this territory 
now reflect the usual year-end suspen- 
sion of activity which had been gen- 
erally expected in the major industries. 
Steel production has fallen under 25 
per cent of capacity, with many of the 
smaller plants in the district entirely 
closed down. Activity in coal mines 
has improved slightly with the coming 
of colder weather, but dealers’ stocks 
are heavy, and there is not much 
promise of sustained betterment. The 
glass industry, like steel, is seasonably 
inactive. 

Collections in the district show no 
change, but are expected to improve 
after the year-end settlements. 


Holiday Buying in Final Lap; 
Increase Expected in 1931 Volume 


able increase in volume as compared 
with 1930, but a decrease in dollars. 
An,increase in dollar showing was not 
anticipated. As a matter of fact, many 
wholesale houses early in 1931 had mis- 
givings regarding the volume showing 
for the year, consequently the indicated 
gain is generally construed as a big 
bull point. 

Sentiment in wholesale circles is that 
this country has passed through the 
serious part of the business depression 
and that a slow yet gradual improve- 
ment will be noted throughout 1932. 
Some houses go so far as to anticipate 
a period of years during which there 
will be a rising tide of business and 
profits. 


INDUSTRIAL OUTLOOK 


The industrial outlook is steadily 
growing more encouraging, but there 
are no fireworks in the improvement. 
The shoe manufacturing industry is 
recovering from its recent slump, con- 
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sequently there is more doing in hides 
and leather. The cotton textile indus- 
try is making a very satisfactory show- 
ing for this time of the year, but the 
woolen textile industry is still back- 
ward. 

The number of small industries that 
are springing into being all over New 


NEW YORK 


New York, Dec. 22. 


HE majority of local wholesalers 

report that Christmas volume has 

failed to attain anticipated pro- 
portions. In most instances, it is said, 
holiday sales will reflect a considerable 
decline as compared with last year. 
The customary last minute rush was 
less in evidence than in previous pre- 
holiday seasons and the demand was 
largely confined to articles in the in- 
expensive and moderate priced classifi- 
cations. Christmas decorative acces- 
sories enjoyed a better demand than 
most other holiday lines. Wheel goods 
moved in fairly satisfactory volume and 
toys in general were fairly active. The 
diminished demand was probably most 
apparent in cutlery, sleds, electrical 
appliances, silverware, etc. Ice skates, 
contrary to the impression that might 
be gained from the mild temperatures 
of the season, have been in active de- 
mand, due to the increasing popularity 
of the sport and the resultant increase 
in the number of indoor skating rinks. 
It is also the practice in many neigh- 
borhoods to flood tennis courts and 
other suitable areas for use as outdoor 
skating rinks. 


THE OUTLOOK 


Most manufacturers, wholesalers and 
retailers of hardware are pleased with 
the fact that they will soon be able to 
look at 1931 in retrospect. With few 
exceptions, it has been a _ profitless 
year for all factors in the distribution 
of hardware, and it is the consensus of 
opinion that at least a slight improve- 
ment in business conditions can be ex- 
pected in the new year. Several ele- 
ments point toward a more satisfactory 
situation. The cycle of readjustments 
necessary to bring the hardware indus- 
try to a basis in keeping with current 
conditions is believed to be nearly com- 
pleted. Most current prices represent 
costs based upon a lower wage scale 
and a reduced range of quotations on 
raw materials. Essential economies in 
operating and other expenses have 
been effected. As a consequence, it 
is the general impression that the trade 
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England is quite gratifying. More and 
more small metal working shops are 
now securing orders sufficient to keep 
them going a month ahead, whereas 
recent past operations were figured on 
a day-to-day basis. The large metal 
working shops give indication of com- 
ing to life early in 1932. 





will enter the coming year in much 
better shape to cope with prevailing 
conditions. 


THE YEAR’S TRADE 


Most wholesalers question that a 
hardware jobbing establishment in the 
metropolitan district will show a net 
profit on 1931 business. Price declines 
during the twelve months now drawing 
to a close are estimated to have de- 
preciated the value of stocks at least 
15 per cent. On this account, a bal- 
ance which shows that a wholesaler 
has broken even or has gone only 
slightly into the “red” will be con- 
sidered good under the circumstances. 
Retailers, from all ‘reports, will fare 
somewhat better as a rule, especially 
in suburban sections. Many dealers 
located in such sections declare that 
hard work has enabled them to main- 
tain dollar sales on a par with last 
year. In practically all cases, the 
first half of the current year made a 
much better showing than the last 
half. While this situation is believed 
to be a partial reflection of the general 
business trend, there is no question 
but that the extremely mild weather 
has also had a serious retarding effect 
on sales volume in recent months. 


THE PRICE TENDENCY 


The trend in prices cohtinues to ex- 
hibit an irregular tendency, although 
few revisions of importance have been 
announced during the past week. One 
wholesaler, in commenting on the price 
trend, asserted that the avalanche of 
announcements from manufacturers 
calling attention to price reductions 
has tapered off materially during the 
past six weeks. Another local jobber 
expressed the opinion that the number 
of price advances will equal the num- 
ber of reductions during future months 
and declared a firmer tendency had 
already asserted itself in several in- 
stances. Additional price lists are 
shortly expected to be issued by manu- 
facturers who have not yet established 
their 1932 quotations, but it does not 
appear likely that these will show 
major reductions. 


Few price changes were reported the 
past week. The most important was 
a slight reduction in the cost of twine. 
It is presumed that after Jan. 1, be- 
cause of the recent announcement of 
freight rate adjustments, manufactur- 
ers will issue new price lists, but no 
radical changes are anticipated. 


Christmas Volume Proves Disappointing; 
Greater Price Stability Seen in 1932 


COLLECTIONS 


With the improvement attributed to 
the conservative credit policy of deal- 
ers, retail “collections have recently 
shown betterment, according to whole- 
sale credit executives. Credit to new 
charge customers is being extended 
only after dealers have made a thor- 
ough investigation of the applicant’s 
record in meeting obligations. Past 
due accounts are less excessive than 
was the case earlier in the year as re- 
tailers who have tried “polite” methods 
are relying upon less courteous meth- 
ods, which are proving more effective 
in collecting delinquent accounts. One 
dealer explains that a patron who owes 
a store will not patronize it as long 
as his debt is unsettled, and after hav- 
ing several courteous letters ignored 
by such customer, this dealer finds 
harsher methods will frequently serve 
to bring about the payment of the bill. 
Further improvement in collections is 
expected after the turn of the year. 
From all indications, urban stores are 
having more difficulty in meeting their 
bills than are suburban stores. 


Campbell Hardware Co. 
Issues Catalog A 


The Campbell Hardware Co., 108 First 
Ave., S., Seattle, Wash., has issued catalog 
“A,” containing the complete assortment 
of tools and industrial supplies offered by 
the company, in western Washington and 
Alaska. 


United States Cutlery Co. 
Issues Catalog No. 31 


The United States Cutlery Co., Belle- 
ville, N. J., recently issued an illustrated 
price list, giving suggested retail selling 
price and dealer cost information. For 
each of the cuts used in illustrating the 
catalog there are available electros. The 
catalog indicates weights, finishes, terms, 
delivery information, etc, It is a loose leaf 
booklet, with attractive cover. 
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If one of your customers should report that cartridges you 
sold to him were too sensitive; that they were jarred off in 
the magazine of a rifle or were fired by some other minor 
shock, the situation might be embarrassing. You could pass 
the blame back to the manufacturer but your reputation 
would, nevertheless, be involved in your customer’s esti- 
mation. 


Therefore, | want you to know of the testing Remington 
does to make sure that the primers in all Kleanbore cartridges 
are sensitive enough to insure against misfires, and not so 
sensitive that accidental shocks will fire them. 


The device illustrated is known as the drop-test machine. 
It allows a weight to drop a measured distance upon a cap 
or primer. Many samples of primers and primed shells from 
every lot produced are tested on this machine and any lot 
that does not come within the prescribed limits of sensitive- 
ness is thrown out. When you sell Remington shot shells and 
metallic ammunition you know that every precaution has 
been taken to protect your reputation and ours. Your jobber 
will supply Remington Kleanbore shot shells—the distinctive 
green shells—and Kleanbore metallic cartridges. Don’t sub- 


mit to substitutions. 
Rf PLN A220. 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition and Cutlery 





Offered—The Remington Standard American Dollar Pocket Knife 
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Sells on Sight—Fast! 
with this new attractive 4 color Counter 
DORE oa ch 5 abe so Poe clb eee ves o 000 


KEEP WIRES OFF THE FLOOR 


Package op USH-CT)p 
EIGHT PD (LIE 
LOD AAA 
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Order Yours Today 
Put this new attractive 4 color 
display card on your counter 
and watch men and women buy 
this handy Justrite Push-Clip 
for keeping radio, telephone and 
lamp wires off the floor. Clips 
packed in cellophane envelopes— 
8 clips in each envelope—sell for 
16 cents—card carries 36 envel- 
opes in following color assort- 
ment: White, Old Gold, Ivory, 
Dark Brown, Dark Red, Green— 
to match cord or woodwork. Only 
a 10 cent item—but Oh, how 
it sells! Write for attractive 
proposition—TODAY. 


JUSTRITE MFG. COMPANY 
2073-77 Southport Ave., Chicago, Ill. 

















~There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE each 
week. Make it a 
habit to read your 
business paper 
regularly and thor- 
oughly. 

















Want to Do Something for Business 
(Continued from page 27) 


We will have it, that is, if the 
job guarantee is given by name 
to the workers. Not, “Forty per 
cent of our employees will be 
kept working until Jan. 1, 1933,” 
because no worker could be sure 
he is one of the forty per cent; 
but, “The following employees 
will be kept on current pay,.full 
time, until Jan. 1, 1933: John 
Jones, James Smith, Henry 
Brown, etc.” The personal guar- 
antee is essential. 

This suggested segregation of 
a favored section of employees is 
not, of course, in conformity with 
the stress which has been and is 
being laid on wider distribution 
of employment—part time work 
for more people, rather than full 
time work for a smaller number. 

That plan for wider distribu- 
tion of employment has defects 
which may be of greater import 
than its advantages. First, pres- 
ent forces are, it may be as- 
sumed, the pick of the working 
organizations, since less efficient 
help usually is dropped first 
when a cut in force is made. 
Part-time work as _ suggested, 
therefore, involves some decline 
in operating efficiency, not mea- 
surable with exactness, but per- 
haps of considerable proportions. 
Also, except where work is large- 
ly mechanical and automatic, on- 
and-off employment produces 
waste motion and lowers produc- 
tion. 

Second, a wide-spread accept- 
ance of the work distribution 
plan would mean very serious 
curtailment of buying in certain 
classifications of goods. It would 
bring the pay envelope’s content 
down to a point where it would, 
thriftly handled, perhaps suffice 


to buy the actual necessities of 
life. It would not allow of any- 
thing much more than _ that. 
Great quantities of goods now 
awaiting sale, and other quanti- 
ties still to be produced, in the 
semi-luxury (meaning anything 
not essential to maintenance of 
life and health) would become 
unsalable; employment in these 
lines would decline; merchants 
would take huge inventory losses; 
emphasis in all goods would be 
on the cheapest kinds. 

Third, the wide distribution 
of employment would mean that 
the burden of supporting the un- 
employed would fall on the work- 
ing classes almost altogether. At 
present, the load is being carried 
partly by the workers, partly by 
charitable individuals and or- 
ganizations, partly by govern- 
mental bodies. Spread work and 
wages evenly, and you take from 
the now-employed enough of 
their income to support the now- 
unemployed. You relieve from 
the burden of philanthropy those 
best able to stand up under it, 
and you put it on those who can’t 
afford to carry it. 

The guaranteed work plan ad- 
vocated here has none of these 
defects. It makes the best of 
things as they are, while giving 
a fillip to current expenditure 
for goods. It is not complicated. 
It costs nothing to anyone. It is 
likely to work well, because it 
increases the total of assured in- 
come to wage earners, and so in- 
creases the total of spending, 
without the hip-hurrah of drag- 
ging in “public duty” and the 
rest of the red fire. Which 


haven’t had much success so far! 
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“True Temper” Steel Arrow 

This “True Temper” steel arrow is made by the American 
Fork & Hoe Co., Cleveland, Ohio. The maker states that it 
flies true, has correct weight, is perfectly balanced, makes no 
noise and has plenty of spine. List price is $12.00 per dozen. 


——— 





Shafts are made from seamless alloy steel tubing and are 
perfectly straight. Being of somewhat smaller diameter than 
the conventional wood arrow, they offer less resistance to the 
air, says the maker. 


Display Card for 
“Snap-Cut” Pruner 


This is the display 
card for the im- 
proved “Snap-Cut” 
Pruner, made by Sey- 
mour Smith & Son, 
Inc., Oakville, Conn. 
Six pruners, in indi- 
vidual boxes are 
packed in each dis- 
play box. Box is 
decorated in three 
colors. The pruners 
were described in the Nov. 12 issue of HARDWARE AGE. 











Sheffield Revolving 
Metal Floor Display 

The Sheffield Bronze Powder & Stencil 
Co., 5815 Kinsman Rd., Cleveland, Ohio, 
recently added a quick-drying enamel 
merchandised in glass jars listing at 15c. 
and 35c. These enamels come in 20 
rainbow colors. With this assortment 
the Sheffield company gives dealers this 
attractive 4-ft. lacquered metal revolving 
floor display, occupying only 16 in. of 
floor space, free, together with .an as- 
sortment of Sheffield water-applied 
transfers, listing at 10c. each. 





Taft-Peirce Improved Bench Centers 


The Taft-Peirce Mfg. 
Co., Woonsocket, R. L., 
recently placed on the 
market improved bench 
centers, originally de- 
signed for use in its own 
inspection department. Tools have maximum length between 
centers of 36 in. and a swing of 8 in. Bed is of seasoned, 
close-grained cast iron with working surface ground to finish. 
Accurately machined T-slot aligns head and tailstocks and 
provides means of clamping them in position. Adjustable 
hardened studs at the four corners of the bed provide a meth- 
od of accurately leveling the bed without use of shims, says 
the maker. Head and tailstocks have close fitting key riding 
in the T-slot, insuring accurate alignment. Centers are hard- 
ened and ground tool steel, one fixed and the other retract- 
able. The latter is operated by lever swung oyer the top of 
the tailstock. 
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Wrought Steel 
Strap and Tee Hinges 
and Hasps 





Epes GRIFFIN products offer the 
utmost in sturdy, practical hardware. 


Furnished in plain steel, cadmium finish, 
galvanized,...galvanized with brass pins... 
finishes suited for the purposes required. 


(GRIFFIN 


nufacturing Cbmpany 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren. St. » BOSTON: 113 Purcuase St. 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Marker St. 
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Children Play 
At Gardening 


-4 Lory business in the 
ng? Thendon’t neglect 
sie fechesonda, Jack Sets, 

— Garden Sets, and Lawn 

Mowers; all of which are 

good year round sellers. 


Children like the toy Garden 
Sets and Lawn Mowers be- 
cause they look like Dad’s. 
They teach children to be 
industrious. 


Write for a catalog now. 
Ask your jobber for prices. 


ARCADE ixox TOYS 


“They Look Real” 





No. 556 
Toy Garden Set 






No. 565 
Toy 
Lawn Mower 


ARCADE MANUFACTURING CO. 


FREEPORT, 


ILLINOIS 








IT’S Always 


now! 





“Housefurnishing Time” 


Items for the house- 
hold are always needed 
—there’s nothing sea- 
sonable about them. 
This is why so many 
dealers stock and push 
housefurnishings the 
year ’round. 


If you are not enjoy- 
ing the steady income 
that a good stock of 
housefurnishings pro- 
vides, you are missing 
something worthwhile. 
Look over the advertis- 
ing pages of Hardware 
Age and put in a stock 


Hardware Age 
| 239 West 39th Street, New York 








50 











“Over the Top” 
Garage Door Lock 


Illustrations show the new handle and lock for garage 
doors, offered as part of the “Over the Top” line, made by 
Frantz Mfg. Co., Sterling, Ill. It securely locks both sides 
of the door and is operated by a single lock handle outside 
or by a hand-operated lever inside. Lock is of rugged con- 





struction, with outside handle finished in chromium plate. 
View on the left shows the outside handle, the only hardware 
visible from the outside. The illustration to the left shows 
the simple mechanism and its application. The maker states 
that it is an artistic, trouble-proof lock at no increase in cost. 





Rodale Soap Dish and 
Rubber Handled Screw Driver 


The Rodale Mfg. 
Co., Inc., Emaus, Pa., 
offers this soft rub- 
ber soap dish, in at- 
tractive mottled col- 
ors. It is constructed 
of non-blooming rub- 





ber. The maker states that it 
is unbreakable and cannot 
scratch woodwork or furniture 
in any way. The same com- 
pany offers an improved type 
soft rubber handle screw 
driver, with fine blue steel 
blade, oil hardened and tem- 
pered. Blade will not turn 
even though subjected to un- 


usual pressure, says the a\\ le aly / 
maker. Handle is shock- \ \\ _/ , 


Unbreahahk 


SHOCK POOF 


Non nisi) 


bbdd. 
ay 


\ (PRI EB} | 


ia 
proof, unbreakable and easy Sh | 
on the hands. / 








Packard Extension 
Cord Winder 


The Packard extension cord 
winder, made by The Packard Elec- 
tric Co., Warren, Ohio, is equipped 
with 40 ft. of Packard Jr. Flexo-O- 
Cord, permitting a wide radius of 
operation. When not in use the 
cord is wound on drum, out of the 
way and protected from damage. 
Hand lamp is the Packard all rubber handle with 
socket, strain-relief, air-cooled reflector, guard and 
hook. It provides direct electrical - connection. 
Winding arm revolves, picking cord off the sta- 
tionary drum in unwinding and laying it back on 
drum in rewinding by spring action. Main shaft 
is on ball bearings. Heavy, dependable ratchet 
locks arm for any desired length of cable. Finish 
is lacquer. List price is $29.50, while dealer cost 
is $17.70. 
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“Mr. Rollator,” Unit 
For Norge Demonstration 


For dealers handling the 
Norge electric refrigerator, 
“Mr. Rollator” is offered by 
the Norge Corp., Detroit, 
Mich. Instead of placing a 
complete Norge Rollator re- 
frigerator in the home of a 
prospect for trial and demon- 
stration, the salesman utilizes 
a picture portfolio and “Mr. 
Rollator,” which is a cutaway 
Rollator compressor. The 
salesman takes the cutaway 
compressor into the home to 
explain the operations of the unit and its advantages. The 
balance of the sales talk is delivered with the use of photo- 
graphs. Cutaway Rollators are furnished Norge dealers at 


cost. 





Improved 
Cal’s Colt 


Cal’s Colt, made by the 
Kiddie Gym Co., Inc., New- 
ark, N. J., has been improved 
in design recently. Design of 
the spring is different, elim- 
inating the possibility of 
breaking, due to a special 
tempering process, says the 
maker. It is heavier than the 
old model. Three colors are 
now offered: red with black 
trim, red and green, and 
orange and green. Junior 
models No. 1 and No. 1-A are for children up to 50 Ib. in 
weight. Senior models No. 2 and No. 2-A are for children up 
to 80 lb. in weight and are of larger dimensions. Models 1-A 
and 2-A are the same as the other two models but have an 
auxiliary spring. 








Maytag Low Priced 
Washer Model 15 


The Maytag Co., Newton, 
Iowa, has introduced model 15 
electric washer to sell at the 
lowest price at which a May- 
tag has yet sold. It has sturdy, 
roomy, tinted porcelain on 
steel tub, which is non-corrod- 
ing, non-rusting and is easily 
cleaned. It has a concave bot- 
tom and a gravity drain. By 
lowering hose, tub can be 
completely drained without ° 
tilting washer, etc. Features include Gyrafoam principle, 
neatly tapered pressed steel legs, rigidly braced, large easy- 
rolling casters, divided soft roll wringer and large size semi- 
soft rubber rolls for flushing water and loosened dirt from 
garments passing through rolls. Roll tension adjusts itself 
automatically. Motor is mounted in rubber for minimizing 
vibration and making for quiet operation. It is finished in 
gray lacquer, a few shades darker than the tinted porcelain 
on the tub. 
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The “ Premier” 
Ball-bearing—Adjustable Tension 


Type 4001 





Quality and Durability 


“Premier” Spring Hinges may be sold on 
their Quality and Durability without hesitation 
or reservation. 

The design and construction of bearings has 
been given careful attention and many years 
of use on thousands of doors has proven their 
quality. 

_An added feature of importance is the sim- 
plicity of application which requires only a 
rectangular mortise cut in the lower corner of 
the door. This means reduced labor costs. 


Send for Catalogue H-47. 
Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S.A. 




















PLYMOUTH PRODUCTS 


OBBLER Outfits and 

Shoe Lasts and Stands 
are in big demand. Shoes 
are worn longer—men are 
“halfsoling their own.’’ 
Place a few sets in your 
*window and watch them 
sell. 


EconoMY 
COBBLER 





Corn Shellers Grist Mills 


Big sellers from now on. “Gem,” “Little Giant,’’ 
“Never Fail” and “R&H” Corn Shellers and ‘‘Rapid” 
and “Korn King’ Grist Mills. Write for Catalog. 
THE FATE-ROOT-HEATH CO. 
1322-1358 High St. PLYMOUTH, OHIO, U. S. A. 
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Feature 
UNION 


Rubbish Burners 


for Safe Clean-Up 


Send for sample order now, or 
write for new low price list to 


Q@@\3NiION STEEL PRODUCTS CO.—=—_ 
602 Berrien Street, ALBION, MICH. 













famous Maydole Hatchet 


Mayuole. Hammer 







The Norwich 
Hammer 





Maydole Stilison 
Type Wrench 





Maydole 
Non-Mushrooming 
Cold Chisel 


MAYDOLE TOOLS 


Maintain the quality standard famous since 1831 
DAVID MAYDOLE TOOL CORP., NORWICH, N. Y. 




















REAL FILE VALUE 
is represented by the 
NICHOLSON 


and 
BLACK DIAMOND BRANDS 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 


C OL 5, — 
USA. FOR ’ 

tae EVERY a 
Providence Factory PURPOSE Philadelphia Factory 


NICHOLSON FILE CO. G. & H. BARNETT CO. 








WHY WATERPROOFING IS SO 
IMPORTANT 














The ropes illustrated were all soaked 
in water for 48 hours. Taken from the 
water, they easily proved their relative 
flexibility as shown, Columbian being 
the most flexible, by far. Columbian 
waterproofing renders it the easiest rope 
to handle, wet or dry. Insist upon 
Columbian. 

COLUMBIAN ROPE COMPANY 


Auburn, “The Cordage City,” N. Y. 


COLUMBIAN Tepe-Marked PURE MANILA ROPE | 
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Tucker’s Protecto Golf Bag 

The new style golf bag made by the Tucker Duck & Rubber 
Co., Fort Smith, Ark., is known as the “PROTECTO.” The 
golf bag was referred to in the Dec. 10 issue of HARDWARE 
AGE on page 59 as the “Tucker’way.” 





“Super Ground Strap” 


The “Super Ground Strap,” illustrated, is 
made by the Koch Auto Electric Co., 439 East 
Broadway, Louisville, Ky. This strap is now 
made in four lengths, 434 in., 7 in., 10 in. and 
15 in. The maker states that the 7-in. length 
will fit from 80 to 90 per cent of all cars. 
Although the company has two designs, but one 
design is now offered. Attractive display cards 
are available. The Koch company-has issued 
a catalog showing and describing “Cook” battery 
cables, terminals and accessories. 
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Yale Concealed 
Door Closer 


The Yale concealed 
door closer is said by 
the maker, The Yale 
& Towne Mfg. Co., 
Stamford, Conn., to 
have all of the ef- 
ficiency and durability 
of the conventional type of door closer. As the closer is 
mortised into the top rail of the door like a lock, only the 
slender arm that controls the door is visible when door is 
open. It is particularly adapted to metal doors which are 
prepared at the factory to receive the closer. It may be ap- 
plied on wood doors 2 in. thick or more and by the use of 
side plates on wood doors over 134 in. in thickness. Two 
compression springs transmit power to the spindle by means 
of two racks, one at each end of the closer. Racks are so 














arranged that turning force is balanced, thus reducing the 
side thrust on the shaft bearings. Hydraulic checking cy]- 
inder has piston operated by a rack and pinion, giving long 
checking. This enables effective control of doors, subjected 
to strong draughts. High grade mineral oil is used as a 
checking medium. Regulating screws on top .of the closer 
control door through main closing swing and at the latch. 
The maker states that the closer permits door to be opened 
flat back against the wall. 
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Aero Thrill Coaster 


The Aero Thrill Coaster is made by Schiller Piano Co., 
Oregon, Ill. No. 1, for boys from eight to ten, is furnished 
for use as a sled or as a rolling coaster. It is 40 in. long. 































List price is $5. No. 2, for boys from ten to twelve, comes 
as a sled only. It is 48 in. long and lists at $6.25. Model 
No. 3, for boys over twelve, is 60 in. long. It lists at $7.50 
and is available as a sled only. 





Evergreen Towels and Cabinets 


L. Hyman & Sons, 102 Prince St., New York City, are 
eastern distributors for Evergreen kitchen towels and cabinets. 
Dealer cost is 10 cents per package of 100 towels. Cabinets 
are offered dealers at 30 cents each, in dozen lots. Suggested 
retail selling price is 79 cents for one cabinet and two pack- 








:ages of towels. Cabinet is offered in ivory color only. Towels 
are suggested for wiping, drying, grease absorption, after 
.cooking and frying foods and for wiping and drying hands. 
Hoberg Paper & Fibre Co., Green Bay, Wis., is the maker. 





U. S. Electric Hammer 


This. electric 
thammer, 
weighing 9 Ib., 
is made _ by 
“The United 
States Elec- 
trical Tool Co., 
.2490 W. Sixth 
.St., Cincinnati, 
‘Ohio. Light 
weight is made 
possible by op- 
-erating hammer through a special flexible shaft attachment 
-connected: with any light type, half-inch electric drill. Speci- 
fications state: 4000 blows per minute up to one inch, finest 
Swedish steel in the hammer member,.and high grade ball 
and roller bearings throughout. Sold with the U. S. half-inch 
-special drill, list price is $139. Alone, list price is $89. 
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GET READY FOR 1932 


Prepare now for twelve profitable months of rubber 
tip and bumper sales. Check your inventory today 
and be sure that you have a complete stock of these 
fast selling replacement items for 1932. 


Send for Catalogue No. 50 


It gives a complete line-up on all our rubber tips and 
bumpers, and will be very helpful for inventorying 
and ordering your new stock. 


Rubber Head Nails 


Thousands of household uses for this 
inexpensive rubber tip assure you of 
profitable sales throughout the year. 
Six stock sizes. 


Elastic Stem Tips 
A tip made entirely of rubber. 


Used 
for protecting desk top equipment from 
scratching, on desk covers, closet seats 
and in larger sizes for chair legs. 









Slotted Screw Tips 


Manufactured to fill the popular 
_ demand for a lower priced bump- 
- er for use on door stops, furni- 
ture, closet seats, and hundreds 
of home uses. 


Send Now for Your Catalogue 


The ELASTIC TIP COMPANY] 


370 ATLANTIC AVE. TEC 
BOSTON . s  ~-~ MASSACHUSETTS fif 0), 


WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 










































Most imitated nozzle on 
the market—that’s the 
Boston Nozzle. Never 
equalled in quality. 
Simple. Substantial. 
Fastest seller anywhere. 
Each nozzle packed in 
separate carton. 12 car- 
tons in full color 
lithographed die- 
play packages. 
THE 
BOSTON 


NOZZLE 
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AT EXXS C utters 
are 
the BEST 


LANDON P. SMITH, Inc., IRVINGTON.N. J. 















WEMSON 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











Selling Big Right Now 


EVEREDY 
SECTIONAL 
RADIATOR 
SHIELDS 


Here is a real producer of 
extra profits for the winter 
months — the finest low- 
priced radiator shield on the 

market der today from 
your Everedy jobber. Or 
write for new descriptive 
literature giving full in- 




















formation. Address: The 
9 Company, Frederick, 














a ns 
eS eh 7 “)) ck Oy foes 
b, WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 
Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 











Convention Calendar 


CaLiFoRNIA ReTatL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION AND EXHIBITION, Sacramento 
Memorial Auditorium, Sacramento, Feb. 9, 10, 11, 1932. 
LeRoy Smith, secretary, 112 Market St., San Francisco. 


ConnECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Bond, Hartford, Feb. 17, 18, 1932. Charles R. 


Freeman, secretary, Branford. 


IpaHo RetTarL HARDWARE AND IMPLEMENT DEALERS’ 
AssociaTION CONVENTION, Bannock Hotel, Pocatello, Jan. 
20, 21, 22, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 


InpIANA RetTarL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, State Fair Grounds, Indianapolis, Jan. 
26, 27, 28, 29, 1932. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Bldg., Indianapolis. 


Iowa RetatL HarpwarE ASSOCIATION CONVENTION AND 
ExHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, lowa Hardware Building, Mason City. 


Ittinois RetarL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15, 1932. Exhibit at Mer- 
chandise Mart, Jan. 11 to 16. Paul M. Mulliken, manag- 
ing director, 1141 Merchandise Mart, Chicago, II. 


Kentucky HarpwarE & IMPLEMENT ASSOCIATION Con- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
19, 20, 21, 1932. J. M. Stone, secretary-treasurer, Room 
9, Seelbach Hotel, Louisville. 


MicHIcAN RetatL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 9, 10, 11, 12, 1932. Harold 
Bervig, secretary, 1112 Capital Bank Tower, Lansing. 


Minnesota Retail HarpwARE ASSOCIATION CONVEN- 
TIon, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 


Missourt Retart HARDWARE ASSOCIATION CONVENTION 
AND Exuipition, New Hotel Jefferson, St. Louis, Feb. 16, 
17, 18; 1932. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 


MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Billings, Feb. 11, 12, 13, 1932. A. C. Tal- 


mage, secretary-treasurer, Bozeman. 


Mountain STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Denver, Colo., Jan. 18, 19, 20, 1932. 
Headquarters, Cosmopolitan Hotel. John T. Bartlett, sec- 
retary, 2005 Mapleton Ave., Boulder, Colo. 


NaTIONAL House FurnisHING MANUFACTURERS AsSO- 
CIATION, FirTH ANNUAL EXHIBIT, Stevens Hotel, Chicago, 
Jan. 10-16, 1932. Warren Edwards, secretary, Room 1203, 
Builders Bldg., 228 N. La Salle St., Chicago, Ill. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 
Lincoln. 


HARDWARE AGE 








New EncLanp RetaiL HARDWARE DEALERS ASSOCIATION | 


CONVENTION AND ExuHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 

New York StaTE Retait HarpwareE AssociaTION Con- 
VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden, New York City; 
headquarters, Hotel Edison, Forty-seventh Street, west of 
Broadway. J. B. Foley, secretary-manager, 510 Hills 
Bldg., Syracuse. 

NortH Dakota RetarL HARDWARE AssociaTION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 

Onto HarDWARE ASSOCIATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 
Bank Bldg., Dayton. 

OKLAHOMA RetTAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Shrine Temple, Oklahoma City, 
Jan. 26, 27, 28, 1932. Charles F. Nelson, secretary, 207- 
208 Bloomfield Bldg., Oklahoma City. 


Orecon RetTaiL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Multnomah Hotel, Portland, 
Feb. 2, 3, 4, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 

Paciric NorTHWEsT HARDWARE AND IMPLEMENT Asso- 
CIATION CoNnvENTION, Winthrop Hotel, Tacoma, Wash., 
Jan. 27, 28, 29, 1932. E. E. Lucas, secretary, Hutton 
Bldg., Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INc., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearse, managing director, Wesley Bldg., Philadelphia. 


SoutH Dakota RetTarL Harpware AssociATION Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, in conjunction with a Modern Home Show, 
Ambassador Auditorium, Los Angeles, Feb. 16, 17, 18, 19, 
20, 1932. J. V. Guilfoyle, secretary, 230 Chamber of Com- 
merce Bldg., Los Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Gunter Hotel, San Antonio, Jan. 19, 20, 21, 
1932. Dan Scoates, secretary, College Station. 


West Vircinta Retart HARDWARE ASSOCIATION Con- 
VENTION, Clarksburg, Jan. 19, 20, 21, 1932. H. B. Clower, 
secretary, Box 127, Oak Hill. 


WESTERN RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION CONVENTION AND HARDWARE SHow, Kansas City, 
Mo., Jan. 19, 20, 21, 1932. Headquarters, Hotel Balti- 
more. Convention sessions, Missouri Theatre; Hardware 
Show, Convention Hall. H. J. Hodge, secretary, Abilene, 
Kan. 


Wisconsin Retart HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Feb. 2, 3, 4, 5. 
1932. B. Christianson, secretary, Stevens Point. George 
W. Kornely, exhibit manager, 3374 North Green Bay Ave., 
Milwaukee. 
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The symbol of 
quality in chain 


There is an ACCO Chain for every 
industrial, farm and home purpose— 
in bulk or made into specialties. 
Concentrate on this _ profitable 
quality line. Made by the world’s 
largest manufacturer of welded and 
weldless c 


AMERICAN CHAIN CO., Ine. 
Bridgeport, Conn. 


Makers of the Famous Weed Tire 
Chains 








SPEED UP 
SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 
























Moe’s Winter Fountain 


Cleanable Top-Fill Fountain, with a re- 
liable kerosene heater. Keeps drinking 
water at the right temperature, prevents 
freezing, and increases the egg yield. 
One of many _good items in Moe’s Big 
Line of Poultry Supplies. 


Write for new Catalog and Prices. 


WoEFT & COMPANY 


2305 Davis St. North Chicago, Ill. 















The Nationally Established 
Brand 

The Choice of Your 

Community 


























“The Recollection of Quality Remains Long After the em | Is Forgotten.” 
C. Simmons 
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CLASSIFIED ADVERTISING 
RATES 


Accounts Wanted” 





Advertisements from unemployed 


Box number address may be used. 
All replies will be forwarded by us 
post paid. 

Positions Wanted and Help Wanted adver- 


tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
and ‘Sales Representa- 
tives Wanted” advertisements. 


accepted free of charge; in 
* A Set Solid, Minim f 5 lines...... $3.00 Due to the special rate, these discounts do 
in two consecutive weekly issues. cn age ne - i = “4 an wake oe eae Sd we 
c: a ona. Coe eeee eeeeee . Wanted Adverti ents. 


All Capitals, Minimum of 5 lines.... 4.00 
Each additional line........... oo 08 
Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 


BOXED DISPLAY RATES 
BD Bertha ow nc.ccccescce se vccenecc ese 
Each additional inch. .....+..+++++ 4.00 
Discounts for Classified Advertis 
4 insertions, 10% off, 8 insertions, 15% off. 











HARDWARE AGE is published each : Thursd 
Forms close Nine Days previous to date of 
publication. 

Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 














HELP WANTED 


BUSINESS OPPORTUNITIES 





SALESMAN to travel Long Island, including part of Brooklyn, for 
established wholesaler. Good territory open. Write or call. Address 
UNDERHILL CLINCH & COMPANY, 84 White Street, New York City. 





POSITIONS WANTED 





WANTED—Position as sales agent or direct factory representative. 
Thirty-six years of age with fourteen years established contact with best 
automotive, mill supply, electrical, hardware, steel and iron, oil field and 
consumer accounts and distributors. Am at present employed. Services 
available January first. Territory covered entire middle west. References 
of the best. Proposition must be sound and permanent. Address Box 
J-582, care of HarpwAre Ace. New York City. 





HARDWARE MAN, 29 years of age, married, with 12 years’ expe- 
rience in hardware and paints, desires connection with some reputable re- 
tail hardware concern in or around Greater Boston, or as a salesman 
for a hardware or paint manufacturer, covering Massachusetts or adja- 
cent States, on commission basis. Address Box J-585, care of HARDWARE 
Ace, New York City. 





EXPERIENCED TRAVELING SALESMAN wants to sell for Manu- 
facturer, having sold hardware department stores and electrical dealers, 
also — for past fifteen years in States of Ohio and West Virginia. 
Would like to make connection with reliable company. Address Box 
J-580, care of Harpware AGE, New York City. 





EXPERIENCED HARDWARE MAN, 44 years old, married, wants 
responsible position with retail or wholesale house. Seven years road 
experience, twenty years retail experience. Preference, South Carolina, 
Georgia or Florida. Best of references. Address Box J-583, care of 
Harpware AcE, New York City. 





YOUNG MAN, 19, five years’ experience as a hardware and auto 
supply man. Expert locksmith and general man. Will take anything in 
the hardware line. Am honest and capable. Address JOE POLON, 109 
Columbia Street, New York City. 





HARDWARE MAN experienced both wholesale and retail, Age 32, 
married. three children. High School and Business School graduate. 
Seven years with large jobber covering Northern and Central New York. 
Two years with manufacturer covering Western New York. Excellent 
references. Desire connection with manufacturer or wholesaler. Address 
Box J-591, care of Harpware AGE, New York City. 





POSITION WANTED—24 years’ experience in hardware business, 
Claim Department, Specialty and Stg. salesman, and regular salesman on 
routes in Indiana, Dakota and Montana. Worked St. Louis, Sioux City, 
Iowa and manufacturing houses for E. C. Simmons Company. Address 
Box J-593, care of Harpware Ace, New York City. 





EXPERIENCED SALESMAN would prefer Metropolitan New York 
area, selling to wholesalers or retailers, or both. Experienced in hardware, 
tools, housefurnishings and specialties, Has good following in trade. 
Address Box J-555, care of Harpware AcE, New York City. 


HARDWARE STORE for rent. Has been a profitable stand for over 
fifty years. Good location in town of 1200 population. Fine opportunity 
to build up business in surrounding territory. Rent very reasonable. 
THE JOYCE STORES, Otsego County, Unadilla, New York. 





FOR SALE-—Old established business in Southern Idaho. Best corner 
location. $15,000 stock. Owner retiring. Terms. Address Box J-589, 
care of HARDWARE AcE, New York City. 





WANTED—Large Jobs, Factory Seconds, Mill Ends or Regular Hard- 
ware, large quantities. Bargain Prices. Address Box J-592, care of 


HarpwarE AGE, New York Cify 





HARDWARE STORE FOR SALE. Located in a busy thoroughfare. 
Established for the past twelve years. Good locksmith and general repair 
business. Owner wants to retire. Address Box J-557, care of HaRDWARE 


Ace, New York City. 





SALES REPRESENTATIVES WANTED 





ROPE SALESMAN WANTED. 100 per cent pure Manila rope, 14c. 
Ib. basis. Fast selling side line, five per cent commission. United Fibre 


Company, 82 South Street, New York City. 





SALES AGENTS WANTED—Now calling on furnace dealers. New, 
Sensational Humidifier. Lowest price, most efficient on market. Dealers 
buy readily. Repeat orders assure big profits. Write today. ROCKFORD 
HUMIDIFIER CO., 607 So. Wyman St., Rockford, III. 





SALESMEN or manufacturers’ agents calling upon hardware stores. 
Fast selling metal specialties. Repeat orders. Good commissions. ads 
supplied through our advertising. THE MIAMI CABINET COMPANY, 


Middletown, Ohio. 





WANTED—FExperienced manufacturer’s agent to cover hardware, mill 
supply and manufacturing trade in South Atlantic States, for nationally 
known hardware and specialty line. State references, present connection, 
territory and how often covered when writing. Address Box J-587, care 
of Harpware Ace, New York City. - 

‘ 





SALES ACCOUNTS WANTED 





MANUFACTURERS’ AGENCY—A reliable Hardware and Cutlery 
Salesman with a wide acquaintance with hardware jobbers and dealers, 
department stores and sporting goods stores in the South. Can handle 
some additional lines of quality merchandise with real sales possibilities. 
Address ‘Box J-578, care of HArpware AcE, New York City, 





SALESMAN with car, covering New England department stores, desires 
a good sideline item. One for silverware or housefurnishing departments 
preferable. Address Box J-584, care of Harpware Act, New York City. 





BUSINESS OPPORTUNITIES 





NEW YORK REPRESENTATION? A well qualified representative 
is available to sponsor your products to wholesalers and department stores 
in Metropolitan New York. Can give one or two more lines productive 
attention. Address Box J-586, care of HArpware AGE, New York City. 








MANUFACTURERS! 


YOUR SMALL ORDER EXPENSE can be reduced by a well organ- 
ized service covering Metropolitan New York. 

Facilities are available for receiving goods in bulk, repacking in 
small lots to s’ orders, trucking to purchasers’ 
premises direct, . or to railroad or st f hi t. Accurate 
daily records of all transactions are kept. Address Box J-594, 
eare of HARDWARE AGE, New York City. 




















TWO experienced salesmen calling on Hardware, Paint and Depart- 
ment Stores and Building Supply Dealers in eastern Massachusetts, want 
additional lines on commission for 1932. Address Box J-588, care of 
Harpware Ace, New York City. 





A MAN of high reputation and wide acquaintance among hardware 
jobbers and large retailers, office in Kansas City, working Iowa, Kansas, 
Nebraska and Missouri, can handle additional lines of real merit from 
reliable manufacturer. Might concentrate on one good line. Address 
Box J-590, care of H'arpwarE AcE, New York City. 


HARDWARE AGE 
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DO YOU 
WANT a Dastributor or 
Manufacturer’s A gent 


who can doa 


REAL Selling Job? 


Then get in touch with this 
organization sted 


Highly successful organization with a proven sales 
record seeks strong additional products. Amply 
financed. Trained sales force; thoroughly equipped 
to sell through retail outlets, and moderately priced 
household devices on house-to-house basis through 
agents. If you have an article that has special selling 
appeal, get in touch with us at once. Western manu- 
facturers seeking representation in Eastern market 
especially invited to respond. Address Box J—595, 
care of this magazine. 











Rivets 
Roofing Nails 
Scratch Brush Wire 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tena. 








Made of 


Finest 
PLOW STEEL 


Indiana X-TRA Quality 
Shovels are made of the 
same tough, wear-resisting 
steel used in the finest 
plows in America. 








We are specialists in the 
manufacture of plow steel ° 
and shovel plate and our 
rolling process gives us 
absolute control of the 
Quality of steel used in 
our shovels. 


That’s why Indiana 
Shovels stand the strain, 
outlast inferior shovels 
and sell and repeat. A 
complete line for every 
requirement. 


ASK YOUR JOBBER 
The Ingersoll Steel & 
Dise Co. 
Formerly 
The Indiana Rolling Mill Co. 
New Castle, Indiana 
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Replace it 
with ..A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 








Builf- 


What are your requirements? 


) to 
ES TOUML 


mrernrgets | telask 
KIMBALL BROS. CO. 


1205-19 Ninth St. 


























Council Bluffs, Ia. 6AA 
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INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX is published as a convenience 


art of the advertising contract. Byery 
yom or failure to insert. 


care will be taken to index correctly. 





A 


A. & J. Kitchen Tool Co. 
Acme Shear Co...... 
Allith-Prouty Co. ... 
American Chain Co. .... 
American Fork & Hoe Co.. 
American Gas Machine Co.. 
American Ring Co. ........ 
American Saw & Mfg. Co...... 
American Screw Co. ........-. 
American Sheet & Tin Plate - 
American Stainless Steel Co.. 
American Steel & Wire Co...... 
American Window Glass Co.. 





— -Baldwin-W yoming Shovel 


Anti-Borax Compound Co....... 


Arcade Mig. Co........000cs00% 50 


Armstrong Bros. Tool Co....... 
Pe ee rrr er re 
EE es Se errr rr 
Automatic Washer Corp........ 


Pe eee 6. cnaresuseeeue 
ee ie Per 
ee ee” Es rere 
eens Ca., BGG. GOGs.0csscccss 
Bethlehem Steel Co............. 
Birtman Electric Co...... i eee 
Bismarck Hotel (New)......... 
Bissell Carpet Sweeper Co...... 
Black & Decker Co............. 
le OO ee 
Blaisdell Pencil Rien ca So 
Bommer Spring Hinge Co. 
womey Ge, BD. Wi... cscs 
Boston Varnish Co........ 





Boston Woven Hose & Rubber 


Sr ea eae 
Bridgeport. Sc ~agpel Co. 
Brush . 





Burnley ool & Mfg. a 


Burroughs Adding Machine Co. 


Cc 


Calbar Paint & Varnish Co..... 
Canvas Products Co............ 
Carborundum Co. ............. 
Cattaraugus Cutlery Co......... 
Chain Products Co......0.00.. 


Champion Hardware Co......... — 


Chicago Spring Hinge Co....... 
Clawson Machine Co........... 
Clemson Bros. Inc............. 
Cleveland Quarries Co......... 
Cleveland Wire Spring Co....... 
ee! A eae 
Coleman Lamp & Stove Co.. 

Columbian Rope Co............ 
SON MOD, oc wwesscswce 
Continental Screen Co........... 
Cook Company, H. C........... 
Corbin Cabinet Lock Co....... 
Se Ae arr 
Corbin Screw Corp............. 
Corning Glass Works.......... 
Crescent Tool Co......... 
Crown Cork & Seal Co.. 
Cyclone Fence Co........ 


a ES. ee 
Damascus Steel Products Co..... 
Dazey Churn & Mfg. Co....... 
Delta Wlectric Co...... 06.00. 
SE See eae 
Diamond as Horseshoe Co..... 
i 3 ® & Saeaaee 
Disston & Sons, Inc., Henry.... 
Dormeyer, Inc., A. | ie ieee 
J OA, + Seer 


Duluth Show Case Co.......... — 


Du Pont de Nemours & Co., E. T. 
Durable Toy & Novelty Obs ies 


Eastern ‘Tool & Mfg. Co 


> Level Mfg. Co.. 
Enterprise Iron and Wire Fence 


Penne 





Estwing Mfg. Co.. 
Eversharp_ Shear Co... 


Tel fell | leet | 


11 





Fate-Root-Heath Co. 
Faultless Caster Co. 
Federal Enameling & Stamping 


Co. 
Flexible | Steel Lacing Co... 


(= 


II 





0 
French Battery a 


General Hardware Corp. 
General Motors Radio Corp. 
General Wheelbarrow Co. 
Gilbert & Bennett Mfg. Co 
Good Peewee 


Greenlee ge Cos 


PELLELELUL ELL 





IHISETETIIETA 


‘Co. 
Grinnell Lage Machine Co.. 


Mills 
Nw 


Hanlon & Goodman Co. 
Harringlou-Richardson Arms Co. 


Hercules Powder Co 
Hibbard, Spencer, Bartlett & Co. 
a ill Clothes pever C 


foe Inc., Frank A 


Humphreys Mfg. Co 


Pal&li itil 


Independent Lock Co 


Ingersoll Steel & 
— Waterbury Watch Co.. 






Tennings Mfg. .. Russell 


er 
Tohnson Mfg. Co., Nestor 
1 WS, Hardware 


lll | 








Kelly Axe & Tool Works of the 

American Fork & Hoe Co..... 
Kester Solder Co........--eee++ 
Keystone Steel & Wire Co. 
Kimball Bros. 






Klein & Sons, M..... 
Knapp-Monarch Co. ......+++++ 
L 
Lamson & Sessions Co.........- 
Landers, Frary & Clark........ 
Lionel Corp. ...ccceccceeccees 
Lufkin Rule Co........-.++0+: 
Lyon Metal Products Co......-- 
M 
McCord Radiator & Mfg. Co..... 
McKinney Mfg. Co......-.-++- 
Marshalltown Trowel Co.......-. 
Marvel Rack Mfg. Co........- 
Master Lock Co.......-:.2++++> 
Maydole Tool Corp., David..... 
Metal Sponge Sales Corp......- 


Tk Keyless Lock Co., The 
Millers Falls-Goodell Pratt Co.. 
Milwaukee Brush Mfg. Co...... 
Milwaukee Stamping Co........ 
Modern Laundry Machine Mfg. 
Els. cv anavene ewes see oe 8 <oee 
Monarch Products Co......--.- 
Montague Rod & Reel Co....... 
Moore Push Pin Co...........- 
Morse Twist Drill & Machine Co. 
Murphy Sons Co., Robert...... 
Myers & Brother Co., F. E...-- 


N 


National Automobile Chamber of 
Commerce .....ccccccccceses 
National Carbon Co. ........-+- 
= Enameling & Stamping 
National House Furnishing Mfrs. 
Association ...... 
National Lead Co.. 
National Mfg. Co........ 
National Pipe Bending Co.. 
Neely Nut & Bolt Co........... 
Nelson Mfg. Co., _.- a ae 
New Haven Clock | aay 
New York State Retail Hard- 
ware Association..........-.- 
New York Wire Cloth Co....... 
Nicholson File Co..........---- 
Noack & Sons, W. C........... 
ee Se ee eee 
Northwestern Barb Wire Co.. 






CORer COD. hoa oc aie cies i000 
Oliver Iron & Steel Co.......... 
One Minute Mfg. Co...........- 
Ontario Katie Co....1.<6.0.6... 
ee a eres 


P 


Page Steel & Wire Co 
i SSP es 
Patent Novelty Co............-- 
ee ee a See eee 
Peerless Handcuff Co.......... 
le OU Se oe 
Pennsylvania & Atlantic Seaboard 

Hardware Ass’n ..........-- 
Pennsylvania Lawn Mower Wks. 
Perfection Stove Co., Inc...... 
Pharis Tire & Rubber Co....... 
Philadelphia Lawn Mower Co... 
Picard Co., Georges........... 
i eae ere 
Pittsburgh Plate Glass Co....... 
———  & >a 





Remington Arms Co., Inc...... 
Reynolds Wire_Co.......+- pune 
Rich Pump & Ladder Co....... 
Richardson Rod & Reel Co.... 
a eo ae 
m. 2s: ae escececcccccecoces 
Robertshaw Thermostat Co...... 
Robinson, Edward E...........- 
Ruby Chemical Co..........--. 
—— so & Ward Bolt eet 
Russell & Erwin Mfg. Co....... 
Russia Cement Co.......-..--+- 
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meees 


s 

Samson Cordage Works........ 
Sandvik Saw & Tool Corp....... 
Sapolin Co., Inc..........00+-+ 
Sargent & Co.......ceeesceeees 
Schalk Chemical Co........+..+- 
Schatz Mfg. Co.......--seeeees 
Schrade Cutlery Co...........- 
Shapleigh Hardware Co......... 
— | Sheffield Bronze Powder & Sten- 

* er ar oo 
Shelby Spring Hinge “ So ore 
Sherman Mfg. Co., H. B....... 
Silver Lake Co.....scccccceess 
Simmons Hardware Co......... 
Simonds Saw & Steel Co....... 
Skelton Shovel Works of the 

American Fork & Hoe Co..... 
Slaymaker Lock Co............ 
Smith, Inc., Landon P.......... 
Smith & Sons, Seymour........ 
Standard Electric Stove Co..... 
Standard Tool. Co..........02.+ 
Stanley Works ....-.cccceess> 
Star-Heel Plate Co............- 
Stewart-Warner Corp. epee 
Swartzbaugh Mfg. Co..........- 
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Toledo Wheelbarrow Co......... 
Trow & Holden..............+: 
Tubular Rivet & Stud Co....... 
Tucker Duck & Rubber Co..... 
Turner Brass Works..........- 


U 


__ | Union Hardware Co. .......... 
52 | Union Steel Products Co...... 
i ee Re eee 
Uy, Be, Wipe: Ce... dates sucess 
U. S. Stamping Co. oaccveeases 


Vaughan Novelty Mfg. Co...... 
nf the ge 6 ero 
eS Se ry ree rr 
Voss Bros. Mfg. Co.......:... 


PTI 


Winlwette: C6... se ciansiccccvete 
Warren Mfg. Co., J. D.....-... 
Western Cartridge i ars 
Wickwire Bros. ...........+-- 
Wickwire Spencer Steel Corp... 
MUM Woe. ck seca css sceee 
Wilson & Co., Inc., C. E....... 
Winchester Repeating Arms Co.. 
WEE, MoOwNe aa occ. so des 
Wood Shovel & Tool Co......... 
Wooster Brush Co............. 
Worthington Co.. George....... 
Wright Steel & Wire Co., G. F. 
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Yale & Towne Mfg. Co......... 
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WICKWIRE Cortland Bronze 
Screen Cloth . .... . 


Whether it be the salt air of the Coast, sulphuric fumes of a  rail- 
road, or just general weather conditions, there is nothing finer than 
WICKWIRE CORTLAND BRONZE to withstand the ravages of time and the 
elements. Wickwire Cortland Bronze wire screen cloth is made from a special 
alloy of 90% copper and 10% zinc—has the elasticity of hard wire steel cloth 
and a high tensile strength. For the man who wants the best, sell Wickwire 
Cortland Bronze. 


CORTLAND GRAYWICK Made from rust-resisting, copper-bearing steel and further pro- 


tected by dull finish, electro-galvanizing and a coating of white transparent varnish. 


CORTLAND BLACK To meet the demands for a durable wire cloth at a lower price. 


Uniformly woven and finished in a hard elastic enamel. 


CORTLAND PREMIER 50% heavier than the standard grade, made of rust-resisting, 


copper-bearing steel and dull finish electro-galvanized. Now made in 14 mesh, 32 gauge wire. 





For severe service. 


al 


The finest 
wire cloth 
obtainable. 
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inspirations of good cheer is withus—the New 


Year approaches—and we sincerely extend 
to you our very best wishes for a very 


. MERRY CHRISTMAS end a 
Wire Products| | 11 Dpy PROSPEROUS 


Zine Insulated Fences 
Steel Fence Posts 7 / 

American Steel Gates N | N ETE a N THIR - TWO 
Protector Poultry Fence 
Union Lock Poultry Fence 
Banner Poultry Fences 
Poultry Netting, Nails 
Staples, Barbed Wire 
Wire of All Kinds 
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AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF UNITED SA STATES STEEL CORPORATION And All Principal Cities 
Pacific Coast Distributors: Columbia Stee! Company, Russ Building, San Francisco Export Distributors: United States Stee! Products Company, New York 
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